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Human Interest ir Shoes? 


KN eed a Great Industry (Continue 
Tongue-tied ? 


By RICHARD L. PRATHER 


GREAT industry seems to be tongue-tied, in- 
articulate, left-handed and of a “one-track 


mind,” when it comes to tell the story of shoes 
to the great public. 

People are not interested in hides. They are not one 
bit concerned about technical matters of an intricate 
nature concerning the manufacture or retailing of shoes. 
They are interested in their own affairs, their own 
budgets, their bread and butter, rent, raiment and daily 
round of business and pleasures. 

You may talk until the cows come home of hides, 

scarcity of materials or any such problem, and you will 
get no reaction from the public. 
This was proved in the recent 
presidential election. The speeches 
that won attention and applause 
were those that dealt with person- 
alities human _ interest — men. 
The orator who droned along with 
a lot of dry statistics and figures 
was quickly “tuned out.” The 
wise one spoke of his candidate’s 
personality, boyhood days, and 
climb from obscurity to fame, and 
the “listeners-in” sat up and took 
notice. It was a campaign of “per- 
sonalities’ from start to finish. 
All campaigns are like that—al- 
ways have been and always will 
be. The politicians know the 
public mind. 

“Human interest” holds the 
strongest appeal to the masses. 
The average person is interested 
in people. First of all, in him- 
self, his kindred, friends and 
neighbors, and after that—movie 


stars. He’reads the papers to find out what people are 
doing. The movie magnates have capitalized that in- 
terest for millions. 
The shoe business needs to depart from some of its 
traditions. It needs to abandon some of its set ideas. 
Price seems to be the fetish. The shoe trade has 
made the dollar mark its talisman. We have talked 
money to the people until they have come to think of 
shoes in terms of money alone. A shoe is either “high 
priced” or “low priced” to the majority. It is a foot 
covering, something necessary but not enticing. The 
purchase of shoes is not looked forward to with pleasant 
anticipations. Women do _ not 
study and plan and discuss and 
consult about shoes as they do 





about hats, dresses or other 
“pretties.” 

Men buy a new pair when they 
have to, and, the transaction 
usually is a hard-boiled, some- 
what cynical proposition. There 
is not the heart interest in it that 
surrounds the purchase of fishing 
tackle, golf sticks, new car or 
even a new necktie. 

And all because people have 
never been told the real “Story of 
Shoes.” A shoe is simply some 
leather and thread and rubber 
heels, to the public. It is not a 
work of art. It holds no appeal 
to the imagination. It has no 
“human interest.” It is simply 
something at a price, something to 
be worn with a tuxedo, a business 
suit, brown, black, gray or mixed. 
It is something to be worn in the 


[CONTINUED ON PAGE 94] 
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World's Greatest [pea Market 


An Englishman’s View of the Styles Conference 


By FRED. G. PAGE 


“ IRST impressions are last- 
Ff ing.” My first impression 
of the Styles Conference 
held at the Hotel Astor on Nov. 12 
and 13 will, I am sure, be as lasting 
as it was favorable, and the privi- 
lege that was accorded me of at- 
tending will, I am sure, be of value 
to me. 

First entering the hall, where 
the various tanners displayed their 
merchandise, I was impressed with 
the very high standard of perfec- 
tion that the tanners had reached, 
the wonderful blending of color, the 
artistic designs in the stamped and 
embossed leathers. 


November 24, 1928 


holding on to find out what is going 
to be demanded from his repre- 
sentatives’ reports received much 
later on when they have visited the 
trade. Here a “march has been 
stolen” and I feel that a leather 
manufacturer will be able to start 
in with his manufacturing with 
confidence. 


HE discussions on styles, while 
they will not naturally result in 
any volume buying or group of buy- 
ers buying in any one pattern, yet 
they will have shown what is the 
general trend, and will so enable 
them to forecast 
— their buying with 





Unquestionably the , 
tanners of the | 
United States have | 
little need to fear | 
Continental com- 
petition, for they 
are carving out 
their own destiny 
on original lines, | 
though perhaps | 
they are still in- | 
fluenced in some | 


subtle way by 
Paris, the style leader. The various shoes that were 


displayed with these leather exhibits were real master- 
pieces of the shoemakers’ art. Rarely have I seen in 
any country such a wonderful array of beautifully de- 
signed, carefully balanced women’s shoes, and it is my 
opinion that for beauty of design and perfection of fit, 
the American made women’s shoe stands unrivaled in 
the entire world. There are of course bottier craftsmen 
in many of the large European cities who can produce 
with their hand labor, shoes that are as wonderful as 
they are beautiful, but my remarks refer mainly to 
shoes made in quantities. 

The next impression which I gained was of the in- 
tense interest shown by shoe-men and leaders of shoe 
men who had foregathered from all parts of the United 
States, who considered it worthwhile to travel long dis- 
tances at much cost of money and time to attend this 
conference—but listening to the discussions which fol- 
lowed, I realized why these gentlemen had given up 
their time, and I feel sure that they will be well repaid 
for having done so. The discussions cannot help but 
focus the style trend in colors, lasts and styles, and 
thereby give the tanner a lead as to what is likely to be 
in demand, rather than, have him left-“in the. air” 


America. 





Between the morning and afternoon sessions of the Na- 
tional Styles Conference in New York last week, Chairman 
John C. McKeon called upon Fred G. Page, lately a promi- 
nent shoe merchant of London, to give his impressions of 
the usefulness of Styles Conferences. 
Page to enlarge upon his remarks. 
of “Foot Health,” a book that received high tribute from 
the leading surgeons of England. Mr. Page is now touring 


| a greater degree of 
security, and there- 
by enable them to 
| place their orders 
and get the shoe 
manufacturer to 
work. The native 
individual- 
ity of the buyer 
will find expression 
but his ideas can- 
not help but be in- 
fluenced by the general consensus of opinion that has 
been expressed. The keen interest shown by those 
attending the conference was proof positive that here 
was no visit to New York for the purpose of seeing the 
high spots, but rather by general discussion to obtain 
ideas that should be of benefit to the business which 
the various delegates were interested in. 


We have asked Mr. 
Mr. Page is also author 


HE spirit of good-fellowship and camaraderie was 

apparent on every side, while I was impressed by 
the invaluable assistance rendered by the trade press, 
not only that of the boot and shoe trade actually, but 
the allied trades in the addresses by Mme. Hamilton 
Jeffries of the BooT AND SHOE RECORDER, Margaret 
Hayden Rorke and Schuyler White were all admirable— 
while the film displaying the new footwear styles in 
color arranged by the BOOT AND SHOE RECORDER was a 
feature of the greatest interest. This film, I: under- 
stand the first one to be displayed in color, is surely a 
foretaste of what we may expect the future to hold for 
us, when probably the shoe manufacturer will be able 
to take to the store of the distant buyer the.motion 


~ picture of his shoe rather than: the dumb seumple, or 
-probably in addition to them.. sis 
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The ‘Romance 
of or hoes 


Carriage and Posture Go With 


the Garment Worn 


By KATHLEEN HOWARD 


Fashion Editor, Harper's Bazar 


To emphasize the fact that footwear follows major dress themes 
not only in color and type, but in posture, carriage and walk, Miss 
Kathleen Howard, Fashion Editor of Harper’s Bazar, demon- 
strated with models—trends and directions of modern fashions 
based on the romance of shoes of other years. Miss Howard has 
surveyed fashion the world over, and comes from the operatic 
stage to the shoe conference platform with new thoughts appli- 


cable to footwear.—Editor’s Note 


WOULD like to talk a little bit about the romance 
i of shoes. They are part of the dress picture. You 

can’t get away from them. They are part of the 
ensemble. Take, for instance, the beauty of the Greek 
sandal in the old days. The fleet grace of the Grecian 
woman demanded a foot flat on the ground. She wore 
short skirts—not what we call short skirts today, but 
skirts to the ankle. When she indulged in sports, she 
wore still shorter skirts such as we wear today. There- 
fore, she wore the sport shoe flat on the ground, and 
the beauty of that foot has inspired sculptors through 
countless years. Heels would have been unthinkable in 
those days. Therefore, they didn’t indulge in them. 

Then in the Moyenage period, when people wore cloth 
and velvet and brocade shoes, they carried out the en- 
semble idea. A woman always ordered her shoes to go 
with her dresses. They became a little eccentric in 
time, and as you no doubt remember they became long 
and pointed, and were finally fastened to the knee with 
achain. We are not quite as eccentric as that nowadays, 
are we? Heels would have been out of place in those 
days because the women had this pose with the body 
inclined backward, the abdomen out. Carriage has al- 
ways had a great deal to do with shoes and style trends 
—that is, the carriage of the woman’s body. We follow 
the clothes you give us. We adapt our bodies to them. 
We can’t help it. 

In Henry VIII’s time, they wore broad, flat shoes with 
little puffs set in across the toes. That was the ensem- 
ble idea, too, because the sleeves were made that way, 
with little straps and puffs in between. The ensemble 
idea doesn’t belong entirely in 1928, as we sometimes 
think it does. 

In my twenty years of opera singing in several coun- 
tries and in my twelve years in the Metropolitan, I al- 
Ways was unhappy unless my shoes were an absolute 
part of the picture. I wore the clothes they gave me 
very often, because I had to, but the shoes I always 
looked after myself. I had countless pairs made and 
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bought them in all countries. I remember singing 
Suzuki in “Butterfly.” Somebody said to me afterward, 
“Do you know, Miss Howard, the most charming thing 
you did of the whole evening was when you went into 
the garden to pick flowers for poor little Butterfly and 
you took off your house sandals and put on your wooden 
Japanese sandals?” 

You see shoes scored again; I was nothing, the shoes 
everything. 

Mary Garden is a great, great artist. She always has 
her féet absolutely in the picture. As Fiora and 
Mélisande she wears flat-footed sandals. She realizes 
the romance of shoes. They carry out her lines. 

Unfortunately, Lucrezia Bori, my dear friend, when 
we did Pélleas and Mélisande a few years ago, dressed 
in medieval costume, wore high-heeled shoes. When- 
ever I think of that opera, I hear that tap, tap, tap, 
which wasn’t done in those days; it was out of the pic- 
ture. The ensemble idea was absolutely ruined by those. 

Then we come to the artificial period of dress. Wo- 
men wore panniers and crinolines and wigs and patches. 
They had artificial love affairs and artificial moods. 
They wanted a mincing gait; they wanted to be arti- 
ficial, so high heels came in and the pose of the body 
was tipped forward. 

Then Napoleon’s Josephine took the field. She wore 
shorter. skirts, the feet were revealed, and the pose of 
the body went back again. She wore no heels. We 
think of women today as being extravagant. I wonder 
whether all of you know that Josephine, in one year, 
bought .600 pairs of stockings. She never wore garters 
or suspenders of any. kind, because the stockings were 
always new and stayed up by themselves. 

[CONTINUED ON PAGE 50] 

















38 BOOT.AND SHOE RECORDER November 24, 1928 


Big Town c¢deas fort 


Most of the Fixtures Shown Here Can Be Duplicated in 
Wood or Wall-Board and Adapted for Use in 
the Windows of Much Smaller Stores 


bination of the box type unit and the new style wrought 
metal display fixture, purposely simple in design to 
harmonize with the simplicity of the wooden fixtures. 
The box fixture shown in the extreme left of the 
Loeser window has a slanting fact at the bottom to 
break what otherwise would be a too deep vertical drop 
from the lowest pair of shoes to the floor of the window. 
Something almost new is 
shown in the Russek window, 
below the Loeser photograph. 
Two metal arms have been fas- 
tened in a V-shape to a wide, 
highly polished metal base. 
This is shown in the left side 
of the picture. In the right is 
a single arm,-also mounted to 
the end of an equally wide base. 
Shelves to carry the shoes have 
been attached at regular inter- 

vals to these arms. 
This type of fixture could be 
made of wood, if metal proves 
too expensive. Planed lum- 


5 ber should be used and the 
wood could be painted or 


ITH the possible exception of the Franklin 
Simon & Co. trim, pictured at the top of the 
opposite page, there is nothing in these four win- 
dow photographs which could not be duplicated at a 
reasonable cost, and adapted for use in smaller city 


shoe stores. 
The Loeser window, just below, is a tasteful com- 


The table lamp on the 
top of the fixture in the 
Loeser window, above, 
is the first thing which 
attracts the eye. From 
that point, the eye 
travels down and across 
the window, taking in all 
the different styles and 
colors which are on dis- 


play 
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Tt the Small Town Store 


enameled any color desired. 

The type of fixture shown 
in the Franklin Simon window is 
not recommended unless you are 
willing to spend some real money. 
But take a look at the Stern’s 
window. There are five units in 
this set-up, one of five compart- 
ments, one with four, one with 
three, one with two and one with 
one only. It is the off-center way 
in which they have been piled one 
on top of the other which gives 
them the distinctiveness which 
is characteristic of this store. 





Box type units and dis- 
play fixtures similar to 
the little table shown in 
the Stern window to the 
left are ideal, also, for 
use in combined shoe and 
hosiery displays. The 
table, also, can be used 
for other accessories 
which are sold in the 
store 
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Getting More Shoes Sold Righi 


Intuition Aided 


O merchants buy shoes by intuition? Is the 
intuitive faculty the quickest route to a 
perception of truth? Intuition acts instinctively, 
some men buy shoes on hunch and profit thereby— 
others by fashion fact and fail miserably. Per- 
haps both are needed. 

This question of intuition comes up following 
the Styles Conference. In the function of the Styles 
Conference the entire shoe industry has evolved a 
mental gyntnasium for the consideration of fashion 
ideas, operative at retail three to six months hence. 

The very value of the Color Conference is the 
fact that it deals in intangibles. There is no fixed 
formation of the conference, which to make it a 
labored job—enthusiasm helps keep it a living 
organism. 

It is true that manufacturers, tanners and retail- 
ers (representative of definite associations) domi- 
nate the meeting, but the individuals of these asso- 
ciations are fiexible-minded. They are ready to hear 
the opinions of the world of fashion and then to 
weigh the sum of these predictions with the aver- 
age experience of the industry, enlightened by a 
forward look into spring and summer, 1929. 

We had occasion to ask a doctor of philosophy 
who is a student of human behavior to make a 
study of the Styles Conference. He said: “When 
men get together for a common purpose, to make 
tangible certain fundamentals and still keep intan- 
gible the actions of individuals, then the greatest 
good is accomplished. Organizations usually fail 
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by insisting upon strict adherence to certain defi- 
nite manufacturing and merchandising principles 
and practices. Then the impulse is to vary from 
the accepted program.” 

The final piece of work of over seven hundred 
men and women constitutes a fundamental plat- 
form of shoes and leather, in their sale to the pub- 
lic next spring and summer. The platform is as 
flexible as the intuitions of men make it. Some 
men can-see opportunity in certain colors and types 
of shoes, while for other men and stores a com- 
plete change of footwear expression is needed. 

The great thing back of the conference report is 
the common foundation upon which industry builds 
its future plans. Every division of the trade can 
read into the conference report its direction. For 
that reason alone the conference idea must be con- 
tinued as a stimulant to forward thinking. 

The conference report serves as a timing instru- 
ment. Perhaps the shoe industry needs timing 
more than any other trade, because its raw stocks 
and basic ingredients cannot be produced right at 
the time of manufacturing assemblage. 

The intuitions of industry have been quickened 
by the pictures painted of the dress and fashion 
habits of women that might be expected next spring 
and summer. 


Exit Price-Tradttion 


HE shoe industry has lived to learn that people 

will pay the price for the article wanted, but 
the way to increase the hunger for things is not to 
preach the ingredient costs. 

Many merchants are getting more money for 
shoes, but it is through increasing public desire, so 
that the wish is translated into “must have.” 

One of the problems of the industry today is re- 

constructing an appreciation of shoes for them- 
selves as articles, which give pleasure to the eye 
and person as_well as in serving a utilitarian pur- 
pose. 
A new human interest in shoes is possible to de- 
velop. The first of a series of articles in that direc- 
tion appears as the lead of this issue, saying: “The 
shoe business needs to depart from some of its 
traditions; it needs to abandon some of its set 
ideas. Price has been the fetish too long. The 
public has thought of shoes in money terms too 
long, and now is a chance to develop heart inter- 
est and human interest for themselves.” 

One of the things needed is for merchants to de- 
velop an appreciation on the part of the public of 
the right shoe for the right purpose. If merchants 
knew shoes better they could sell better shoes. If 
the public knew shoes better, they would buy bet- 
ter shoes. 

Follow along in the next few issues with Richard 
L. Prather and you will obtain new mental leads 
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to stimulate public acceptance of shoes. He will 
show that there is something to tell about the 
handiwork of the American shoemaker, and that 
more of it goes into shoes than into hats, belts, 
shirts and ties. He will give ideas that will de- 
velop a better appreciation of shoes intrinsically 
and sartorially, and point out that shoes are really 
the cheapest things bought for the price paid. 


Better to Buy Now 


HE decrease in shoe making in footwear, other 

than rubber, for the month of September, was 
so great that there are indications that shoe mak- 
ing in 1928 will run below the figures of 1927. In 
view of the fact that an increase of population 
automatically gives an increased national demand, 
then a reasonable increase year by year is to be 
expected. Do these figures indicate that perhaps 
stocks at retail are lowering. 

The decrease in production of September, 1928, 
from a year ago, was 9.25 per cent, with a major 
decrease coming in men’s shoes, and also every di- 
vision of boys’, youths’, misses’, children’s and in- 
fants’ showing decreases. The month of August 
showed a decrease right down the line, but it was 
only 1.46 per cent. 

The significance of 
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Every merchant should have a real interest in 
the continuity of shoe making in the factories that 
supply his wants. Better shoes are built and better 
values obtained in factories that do not have peaks 
and valleys of production. 


Geography of Lasts 
O get the viewpoint of fashion people outside 
of the shoe trade is to see ourselves as others 
see us. What puzzles the garment people is the 
geographical demands for lasts, patterns and 
colors. 

They reason thusly: Garments are styled in 
Paris, made in New York, shipped nationally and 
sold in stores to women who dress in internation- 
ally good taste. One line of dresses is not especially 
made up for Texas and another for New England. 
There seems to be an accord of style and it is 
national. Incidentally, dress style is international, 
for the well dressed woman in Paris, New York, 
Buenos Aires and Tokio dress to the same theme 
at about the same time. 

To the amazement of the dress people, we have 
one type of shoe for the East, another for the West, 
another for the Coast, and possibly another for the 
Southeast.. A variation of types of feet may exist, 

but with as well trav- 
7»  eled a people as we 





these decreases in shoe 





production are not en- 
tirely answered by the 


have, that is hardly a 
sound conclusion. Is it 


lowering of the leather 
market. It is true 
that a rising market 
does increase produc- 
tion and_ strangely 
true, also that a low- 
ering market de- 
creases production. 
Why such is the case 
is a peculiarity of hu- 
man make-up. 

The situation which 
industry now faces is 
one of some perplex- 
ity. The wise mer- 
chant can buy his 
shoes now at a fair 
price and get superior 
shoe making. If he 
holds off until Janu- 
ary ordering the shoes 
which he wants for 
Feb. 1, he will face 
the possibility of a 
rise in prices, and a 
rush of manufacture 
that is not conducive 
to good shoe making. 








The Reason Why 


FRENCH BOOT SHOP, INC. 


Austin, Texas 


Being located quite a distance from the Eastern 
Markets, we go but twice a year to the shoe manu- 
facturing centers. These trips are taken to get 
contact with manufacturers, leather people, and 
other merchants, as well as to buy shoes. 

The Boot anp SHOE RECORDER gives us this con- 
tact fifty-two weeks a year at a‘cost per year that 
is less than one night’s hotel lodging while away 
on a market trip. I read your magazine from 
cover to cover including all advertisements and 
find the information thus gained is accurate and 
dependable. 

Cordially yours, 
(Signed) E. M. BOYD. 


* *& *% 
It’s a safe bet that Mr. Boyd would be obliged 
to make many more trips to Eastern Markets 
were it not for the weekly visit of the RECORDER 
to his store. 


Therefore, the RECORDER not only saves him 
money, but also makes money for him. 


Because lines advertised in the RecorverR offer 
best profit-making possibilities. 


» a Sa 


President 











possible that  mer- 
chants have developed 
these different de- 
mands? 

Are we to see in the 
not-too-far distant fu- 
ture a national accep- 
tance of types of lasts, 
patterns and colors in- 
stead of split up lines 
covering geographical 
districts? Will the 
well-dressed woman 
in New York feel out 
of place when she 
walks in Dallas? Have 
women who buy qual- 
ity footwear already 
one fundamental in- 
terest in lasts, pat- 
terns and leathers? Is 
it only in the lower 
grades that’ these 
changes continue and 
when will shoes fol- 
low the millinery, 
dress, coat and gen- 
eral dress spirit? 
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' Other Peoples. ideas? 





. HARRY R. TERHUNE, Fiezp €p:70r, 


Professional Fitting 
Means Bigger Profit 


ANSING, MICH.—“We are not 

shoe retailers; we are spe- 
cialists in supplying foot needs to 
the community,” was the rather 
startling statement made to me by 
John M. Metcalf of Shubel’s. If 
this shop was an exclusive women’s 
or children’s or men’s, what he said 
would not seem amiss; but the old 
established Shubel store, two blocks 
away from the center of town and 
on the wrong side of the street, 
would be classed as a good grade 
family shoe store. It carries a gen- 
eral shoe stock, from infant’s soft 
soles to the women’s high style shoes; 
and men’s shoes from $5 to $15. 

Mr. Metcalf’s second shot was: 

“We are experiencing a most won- 
derful trend toward good _ shoes. 
People who paid $5 are now paying 
$10 to $12, and seem tickled to death 
to do it.” 

Then came the real reasons. In- 
stead of hav ng the X-ray machine 
out in the fitting section, as it is in 
most stores, a seldom used small 
back room has been fitted up as a 
sort of a private fitting room, with 
the X-ray machine occupying the 
center of the stage. Primarily, the 
idea was to separate the difficult 
trade from the regular run of busi- 
ness. It was soon discovered that 
when a fitter asked a customer to 
step into the X-ray room it made a 
much deeper impression than when 
the machine was in the store proper. 

It is found, when a customer com- 
plains about an old shoe hurting, that 
if he is taken to the machine before 
the new fitting is started, then again 





Getting After the Rural 
Trade 


Fort Wayne, Ind.—“The best 
way to bring in the out-of-town 
trade is through the regular use 
of the rotogravure section of our 
Sunday newspaper,” said Al 
Stentz. “It is interesting to stand 
near the front windows on almost 
any day and see the women take 
the rotogravure advertisement 
out of their purse, then look the 
window over for that particular 
shoe. Rural business means 
many extra dollars to us, for 
often our out-of-town checks will 
equal those drawn on local banks. 
I think this form of publicity is 
even better than letters for our 
trade, at least.” 











immediately after the new shoes are 
correctly fitted, he is suited in a very 
short time. 

This separate room is full so often 
that it has become natural to make 
appointments with customers. 

It also developed that fussy cus- 
tomers could be suited much better 
and more quickly in a separate fitting 
room. This privacy allows the fitter 
to assume a more professional atti- 
tude. Consequently he can dominate 
the situation more easily. This 
means not only better service to the 
patrons but considerably more pairs 
per customer to the store. When a 
customer is served in a private fitting 
room through appointment by a com- 
petent shoeman, he or she is most apt 
to buy what this expert honestly be- 
lieves is best suited. 

Three new fitting rooms are being 
developed in addition to the present 
one. Each will have a separate color 


mB 
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scheme, one in lavender for the older 
women, a rose room for the younger 
matrons and a pink room for the 
young trade. It is not the intention 
to overwork this private room idea, 
even though its present success is 
astonishing. Metcalf’s parting 
words were a real message: 

“These fitting rooms created such 
a good impression on our trade that 
we are able to get a professional 
profit for our professional services.” 


* * x 


Selling Ballet Slippers 


OLEDO, OHIO—V. S. Scott 

of the Barbara Shoe Shoppe 
has developed a very interesting and 
profitable side line—that of ballet 
slippers. In all, eight different 
kinds are stocked. By playing up to 
the stulios, the exact type of shoes 
teachers require was discovered. 
Then, too, the fact that the instruc- 
tors recommended a certain type of 
ballet, greatly influenced the people 
to buy them. It was found that the 
dance studios were in a very recep- 
tive and approachable mood, as they 
were truly anxious to find out where 
they could get good local shoe service. 
In this city there are two large 
studios, each having around four 
hundred pupils. Then there are nu- 
merous smaller establishments. The 
selling of ballets has proved to be a 
big stimulant to the regular shoe 
business, too. Now, this side line 
has its own side line—rehearsal 
bloomers. Instructors want their 
classes to look uniform, so the sale of 
bloomers to a large percentage of the 
students is a very easy matter. All 
the classes have recitals twice a year. 
In a spirit of cooperation Scott turns 
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Grouping the Little Ones 


South Bend, Ind.—All the 4 B’s, 
4, A’s, 44, AAA’s and 44, AAAA’s 
and all the other smaller sizes 
in stock, whether new or old 
shoes, of the Ellsworth Depart- 
ment Store shoe stock are grouped 
together in one section under the 
designation of the “Cinderella 
Department.” This name has a 
great appeal to the vanity of the 
trade, when a salesman says: 

“We keep your little shoes in 
our Cinderella Department.” 

The advantage of having all 
small sizes together as a means 
of speeding up sales and as a 
ready reference in buying is ob- 
vious. C. R. Shivley, the buyer, 
also has the large sizes bunched 
in a similar manner, but so far 
he has not hit upon an appro- 
priate name for the generous 
sized shoes. Can anyone help 
him? Send any suggestions di- 
rect to Mr. Shivley, or send them 
to me and I will relay them to 
him. 











the major part of his windows over 
to them for a day or so. Pictures 
of the classes and some of the indi- 
vidual stars among the pupils when 
displayed cause the sidewalks to be 


jammed. 
* * * 


Measure Salesmen to 


Terms of Service 


<J)ETROIT, MICH.—“When mer- 

chants begin to measure their 
salesforce by the stick of Ability 
rather than the amount of bcook 
totals, then the selling of shoes will 
advance to a much higher plane. 


The average store, especially the 
larger one, values the services of its 
salesmen by the number of dollars 
they take from their customers. 
Just so long as merchants take that 
attitude just so long their salesmen 
will take the course of least resis- 
tance, selling shoes for the dollars 
represented and not for the service 
rendered. 

“Better salesmanship must come 
from the desire of the merchant him- 
self to get more shoes sold right. 
He must train his men not only to 
fit correctly but to think correctly— 
to know what is the proper shoe for 
different feet. Our men could sell 
shoes much more quickly than they 
do, but if they did I am afraid we 
would not have the names and ad- 
dresses of over 22,000 satisfied wear- 
ers of Arch Preserver Shoes in our 
files.” 

That is what Charles J. Rapp told 
me one Saturday morning. I believe 
he has a message of the utmost im- 
portance, one that might well be 


stuck under the glass of many an 
executive’s desk. 
* * * 


A Window Floor of 
Interchangeable Units 


RAND RAPIDS, MICH.—A new 
G thought in window treatment 
has been worked out in The Yager 
Bootery. Instead of the usual solid 
oak, maple or stone flooring, a re- 
movable superstructure about four 
inches high, which is pieced together 
like a cut-out puzzle, forms the base 
of the window. The light wood of 
which this flooring is made is of good 
material, so that it may be easily 
painted. Sometimes the blocks are 
all one color, again they are of two 
shades of tan or of black and white. 
It is seldom they are the same color 
for more than two weeks at a time. 
It takes only half an hour to do a 
good painting job, which gives the 
window an entirely new aspect. At 
the present time the blocks are gold 
and silver. To get something dis- 
tinctly metallic in accordance with 
the art moderne treatment there are 
three gilded pipes about one inch in 
diameter in both end corners of the 
window and another set which runs 
to the ceiling in the deep center 
corner. In the deep center of 
the window are three tin cylinders 
about a foot across. A plumber cut 
off the right lengths of pipe and a 
tinsmith made the hollow cylinders. 
It is something new for a shoe store 
to go to the metal trades for window 
props. The entire setting is so out 
of the ordinary that one feels com- 
pelled to study the harmonizing ef- 
fects of the shoes, hand bags, hosiery 
and costume jewelry units displayed 
therein. Entire credit for the con- 
stantly changing and .interesting 
windows goes to Mrs. Geo. T. Yager, 


as usual. 
* * 


Staple and Stylish 


NDIANAPOLIS, IND.—In talk- 
ing about the semi-staple types of 
shoes, F. C. Shinke said: 

“Some merchants operate on the 
theory that style shoes yield the big- 
gest profit because they produce the 
quickest turnovers. Others maintain 
that staples are safer in the long run 
because they minimize losses. In 
one sense both theories are correct 
and in another sense both are wrong. 
The truth of the matter is that con- 
sistently profitable lines must have 
style enough to be salable and sta- 
bility enough to be safe. 

“From the customer’s viewpoint, 
these are style shoes because they are 
smart, up-to-date and appealing. 
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Selling More Tans 


Toledo, Ohio.—Two good ideas 
on selling men more tan shoes, 
as worked by S. S. Barnes of the 
Van Deventer store. A number of 
swatches of new winter suitings 
obtained from a _ nearby high- 
grade tailor are placed on and 
around some new models of tan 
shoes, with a card reading: 

“Tan shoes go well with a suit 
of this material.” 

By having many swatches the 
impression is gained that one 
must have a pair of tan shoes. 
There is no asking a man what 
kind of shoes he wishes. The 
salesman shows him a pair of 
tans first. Even if the man asks 
for blacks, leaving the tans near 
him on the floor, the salesman 
goes back to them easily. 

To give a different look to the 
show windows, Barnes has a large 
mat of beaver board which fits in 
the windows within a few inches 
of the edges. This is painted 
black with a red stripe. How the 
shoes do stand out when the 
bright lights are played on them 
through this base. 











From the merchants’ viewpoint they 
are staple and safe because he knows 
he can re-order on them.” 


* * * 


A Unique Card for 


the Salesman 


RAND RAPIDS, MICH.—The 

most unique cards I ever heard 
of are those used by J. H. Lawson. 
This young man manages the Nunn- 
Bush shoe department in the May 
Clothing Store. What he passes out 
as calling cards are shoe laces, on 
which the store name, the name of 
the shoes and his own name are 
printed on the band. He says this 
makes quite a hit with the young 
fellows whom he meets for the first 
time. 

The shoe department in this store 
is below decks, so the ordinary cloth- 
ing customer does not see it. Asa 
means of interesting the clothing 
salesmen in sending customers to the 
shoe department each clothing sales- 
man is given a meal ticket sort of a 
card. One punch is given for each 
new customer brought into the shoe 
department and sold one or more 
pairs. No customer wearing Nunn- 
Bush shoes will be considered a new 
customer. If the customer has been 
attracted to the store by shoes shown 
in the window or through advertis- 
ing, and comes into the store, the 
doorman or clerk will not be entitled 
to the reward. Twenty-five cents is 
paid for each punch in the card after 
all 20 spaces have been punched. 
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The shelving in the old 
store was removed and re- 
finished. New labels were 
pasted on the old cartons. 
Runners replaced carpets. 
The small table in the win- 
dow was borrowed from an 
obliging furniture store. 
The assistant made the 
modernistic fixtures and 
gilded them. More money 
went into the lighting of 
the windows than in any 
other department. They 
were flooded with brilliance 


7 sw is a pictorial representation of a new little fixtures made on the spot by Mr. Veall’s assistant. No 
7 swe store that has just been opened at La Mesa, reason why a small store may not be right up to the 
Cal., by Irving C. Veall. It is really the evolution times. 

of an old store, established 

by Martin Knudtson several 

years ago. Mr. Knudtson re- 

tires on account of ill health, 

and his partner, Mr. Veall, 

continues the business in the 

new store. 

La Mesa is a small town, 
situated in the hills, eleven 
miles east of San Diego. In 
line with the growth of all 
coast towns, La Mesa has 
trebled its population in three 
years and the new store is 
right in step with progress. 

The store is complete in all 
details. There is a repair 
shop at the rear completely 
shut off from the main store 
but accessible by two doors. 
This is an improvement, as 
most repair shops connected 
with shoe stores are rather 
offensive. 

Wicker chairs, upholstered 
in tapestry, inside color 
scheme cream with seal brown 
trim. Cartons to match. 
Windows cream with tan 
valance. Note the modernistic 
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Dedicated 


to the HDUCATION of the MEN 
and WOMEN on the FLOOR. 


None But the Fit Should 
Fit the Feet 
66 VERY retail shoe seller of 
& orthopedic shoes should be 
licensed,” say ninety per cent 

of the answers to the RECORDER’S Re- 
tail Shoe Salesman’s most recently 
asked prize problem: “Should Every 
Retail Shoe Salesman of Orthopedic 
Types of Shoes Be Licensed as Is 
the Doctor, the Dentist or Pharma- 
cist?” Many replies are to the effect 
that not only fitters of orthopedic 
shoes but fitters of all high-grade 
shoes should be licensed; one retail 
shoe salesman thinks that not only 
the retail shoe salesman should be 
registered as a professional foot 
fitter, but the buyer also. The spe- 
cific question was, “Should Every 
Retail Shoe Salesman of Orthopedic 
Types Be Licensed?” The first $10 
prize for excellence of solution is 
awarded to Samuel Landau of the 
John Irving Shoe Co., Inc., 88 State 
Street, New London, Conn.; the sec- 








Retail shoe salesmen who fit or- 
thopedic footwear should be ex- 
amined and licensed 


(DITED by Helen M.Haney 


ond prize of $5 is awarded to G. W. 
Haney of Levy Bros. Dry Goods Co.’s 


shoe department, Houston, Tex. 
* ~*~ * 


Licensing Foot Fitters 
Works Three Ways 


NEW LONDON, CONN.—There are 
many benefits to be derived from the 
licensing of retail shoe salesmen of 
orthopedic footwear. Such _sales- 
men should have a common knowl- 
edge of the human foot, as well as 








Licensing the shoe salesman wins 

for him the confidence of the cus- 

tomer, the confidence of the boss, 
and confidence in himself 


of the shoes they fit. By being 
licensed, the customer can better ap- 
preciate the fact that they do possess 
this essential knowledge. The pub- 
lic has been educated to respect the 
ability of the professional man, be- 
cause of his being “licensed” or 
registered by a State board as a pro- 
fessional. The same attitude of the 
public should be made to apply to the 
shoe fitter. A license to fit ortho- 
pedic types not only gives him the 
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confidence of the consumer but is an 
official recognition to his employer 
and to himself that he understands 
his work and is really capable. The 
requirements necessary to obtain a 
license will eliminate the undesira- 
ble type of salesman but will interest 
a better class of retail shoe store 
employee; the employer will be en- 
abled to give the public professional 
service and will make a better profit; 
and the customer will eventually 
realize that she is buying a profes- 
sional foot service—in which shoes 
play a most important part. The 
public, the salesman and the em- 
ployer will all share in the advan- 
tages of licensing the orthopedic 
shoe fitter. 


Foot Knowledge Necessary 


Houston, TEXx.—G. W. Haney of 
Levy Bros. Dry Goods Co.’s shoe de- 
partment says: “Every retail shoe 
seller of orthopedic types of shoes 
should be licensed as is the doctor, 
the dentist and the pharmacist, for 





a 





The ambition of every retail shoe 
salesman is to minimize the num- 
ber of walk-outs 
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this reason: In order to fit an ortho- 
pedic type of shoe, or any other shoe, 
correctly, the fitter should have some 
knowledge of the anatomy of the 
foot. He must know how the vari- 
ous muscles, arches, tendons, etc., of 
the feet function. He should also be 
able to recognize, after a casual ex- 
amination of his customer’s feet, any 
readily apparent foot ailment. There 
are different types of feet, and each 
type has to have a certain last and 
style. One may need a long vamp 
shoe, while another has to be fitted 
a size or so longer on account of the 
lengthening of the arch. Another 
may need a shart vamp shoe, etc. 
Therefore, I believe that in order to 
fit a shoe correctly the fitter must 
have the above knowledge, should 
pass an examination before a State 
board and have a license before he 
is permitted to fit and sell orthopedic 
types of shoes.” 


Better Walk-Outs Than Misfits 


SHENANDOAH, IowaA—W. E. Gas- 
ton of E. J. Andrews’ shoe depart- 
ment says: Every shoe salesman 
should know it is the foot and not 
the shoe that is to be fitted. More 
feet are deformed by being crowded 
into shoes that are too short and too 
wide than from any other cause. 

Personally, I should like to see this 
question brought to the attention of 
the legislatures of the several States 
and laws enacted forbidding anyone 
to presume to fit the human foot 
until he has passed an examination 
and has been granted a State license. 

One should know the business, or 
be required to employ licensed sales- 
people before engaging in it. Re- 
cently, under my observation, a pho- 
tographer quitting her regular pro- 
fession engaged in the shoe business, 
and being asked by a brother pho- 
tographer why she chose a line she 
knew nothing of, replied, “One needs 
to know nothing to go into the shoe 
business; simply buy the shoes and 








“Simply selling a pair of shoes is 

not all that is necessary. To sell 

and to hold the customer is what 
counts” 
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E. M. Hall, proprietor of Hall’s 
Shoe Store, of Brunswick, Me., 
submits the above question for 
discussion in these columns by 
salespeople. Mr. Hall says: 

“I am yet to be convinced that 
we retail shoe merchants would 
not be better off with less styles. 
We hear various stories of ‘More 
Styles, More Pairage,’ etc., but 
isn’t this extra volume eaten up 
by odds and ends in obsolete 
styles? 

“No matter how good a ‘picker’ 
a buyer is, he is bound to choose 
some that will not run, in which 
case they warm the racks, usually 
for less than what he paid for 
them. The chain proposition is a 
little more fortunate in this re- 
spect in that its units have an 
outlet fora larger volume, then if 
they pick a ‘lemon’ they can send 
it to some other locality where 
there is possibly a demand for 
that particular type of footwear 
style. 

“Perhaps walk-outs are caused 


The October Prize Problem Will 
Bring $15 to Retail Shoe Salespeople 


How Would You Maintain a Minimum Inventory 
and at the Same Time Satisfy the Incessant 
Demand for Different Styles? 


by a lack of sizes in wanted 
styles. It may be the fault of the 
buyer—it may be the fault of the 
salesperson. It is the ambition 
of every good salesman to min- 
imize the number of walk-outs.” 

If you were a retail shoe mer- 

chant, therefore, 
How would you maintain a mini- 
mum inventory and at the same 
time satisfy the incessant demand 
for different Styles? 

TEN DOLLARS FOR THE 
BEST ANSWER. FIVE DOL- 
LARS FOR THE SECOND 
BEST ANSWER. 

Only men and women actually 
engaged in selling shoes at retail 
are eligible to enter this contest. 
Winners will be announced in 
these columns December 29. 

SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 80 Federal 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN DECEMBER 18. 
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proceed to sell them.” Not that one 
should be prohibited from engaging 
in whatever line he wishes, but that 
all who presume to fit the feet of 
mankind should be placed under 
State regulation, as is the dispenser 
of drugs. I hope that the BooT AND 
SHOE RECORDER will continue to 
agitate the question until the sev- 
eral States take the matter up and 
laws are passed making it a criminal 
act for unlicensed sellers of shoes to 
fit people’s feet. 


For Fitting Schools 


TOLEDO, OHIO—A. G. Bramberger, 
salesman at the J. C. Penney Co., 
says: Why shouldn’t every retail 
shoe seller of orthopedic shoes be 
licensed? Don’t they work with a 
part of the human body as well as 
the doctor, the denist, or the pharma- 
cist who prepares the medicine pre- 
scribed? While the responsibility of 
the shoe salesman is probably not as 
great as that of the physician, it is 
my strong belief that the standards 
of the retail shoe seller of orthopedic 
shoes should be raised and made a 
profession. Establish an orthopedic 
school in every city, either private or 
public. Have well versed orthopedic 
men give lectures; practical as well 


as theory work taught. At the end 
of the course give an examination, 
and to all those passing a State cer- 
tificate should be given. This plan 
would do away with half-way retail 
shoe selling of orthopedic shoes and 
make shoe selling a profession. 


Practipedic Course Essential 


NORFOLK, VA.—W. B. Wood of 
Wood’s Shoes says: From the condi- 
tions in which I find the average 
foot, I think that all shoe salesmen 
should take a course in practipedics, 
or in the anatomy of the foot, before 











“Publicity is the barrage—the re- 

tail shoe salespeople the shock 

troops, ready to overcome cus- 
tomer resistance” 
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being permitted to fit shoes. I be- 
lieve that all shoe fitters of either 
regular orthopedic or other types 
of shoes, should be licensed. The 
main thing in selling shoes is to see 
that they are properly fitted. I re- 
cently had a saleswoman from an- 
other shoe store call at my store for 
a pair of hose. When asked if she 
did not want to buy a good pair of 
shoes, she said: “Take it from me, 
kid, if I want a good pair of shoes, 
we sell them where I work for $5.95; 
and believe me, kid, when a woman 
comes in and asks for a No. 5 shoe 
to fit a No. 7 foot, she gets it—and 
we know how.” This is the real 
trouble with the average type of 
shoe salespeople—you will find them 
in some of the higher grade as well 
as in some of the lower grade stores. 
A salesman should be able to know 
when looking over the foot if cus- 
tomers should consult a doctor, and 
advise them accordingly. 


Hold Customer Through Fits 


DETROIT, MicH.—Harry Resnick, 
with Rosenberg’s Shoe Store, says: 
It is essential that every shoe fitter 
should be examined by an expert and 
licensed before fitting feet. First, it 
will help humanity; second, it will 
increase trade by making permanent 
customers. Every shoe salesman 
should have to take at least one 
course in practipedics; he then gets 
acquainted with the human foot. 
Selling a pair of shoes is not all— 
selling. To sell and to hold the cus- 
tomer is what counts. 


Welcomes Orthopedic Footwear 
Exam 


AMES, Ilowa.—Howard N. Wilson 
of the Ames Bootery, says— Licens- 
ing salesmen will raise the standard 
of the shoe store, and also create a 
different atmosphere in regard to the 
fitting of orthopedic types of foot- 


wear. It also gives a salesman more 
confidence in himself, and better 
effort to his employer and the public 
through a conviction that his work 
_is a real, man’s job. Through prac- 
tical experience that through my 
study of books on the deformities of 
the feet, and the remedies pertain- 
ing to each, I have received some 
valuable information in regard to the 
fitting of orthopedic shoes. I would 
very much welcome the chance to be 
given an examination on questions 
regarding the fitting of orthopedic 
footwear, and would consider myself 
rewarded if I were given a license 
to permit me to verify my knowledge 
of fitting orthopedic shoes. 





Jacobs, “Expert Foot 
Fitter,” Sold More Pairs 


Canton, Ohio.—Samuel Jacobs, 
of the Stark Dry Goods Co., re- 
lates an actual experience to illus- 
trate his answer to the Record- 
er’s October prize problem in re- 
lation to the licensing of sales- 
men selling orthopedic types of 
shoes: “I think that a shoe sales- 
man of orthopedic types of shoes 
should be licensed,” says Mr. 
Jacobs, “as he is just as impor- 
tant and beneficial in the com- 
munity as is a doctor, a dentist, 
or a pharmacist. By being li- 
censed, a customer would have 
more confidence and regard for 
the salesman, and needless to say, 
the sales would be made much 
easier. After an experience of a 
few weeks ago, I have come to the 
above conclusion. A shoe ad ap- 
peared in one of our local papers. 
advertising a certain brand of 
arch shoes, and on the bottom of 
the ad my name was mentioned 
as an “Expert Shoe Fitter.” The 
following day, I was kept busy 
fitting that particular shoe, be- 
sides answering ’phone calls from 
country people who could not be 
at the store that day, asking if I 
would be at the store the fol- 
lowing day. 











ASHLAND, OHIO—L. L. Siegman, 
with Chas. I. Helbert, says: The 
doctor, dentist or pharmacist is li- 
censed to help humanity. So should 
the retail shoe salesman be. There 
are too many schoolboys working in 
the shoe stores today that have not 
made a study of feet and therefore 
are not able to tell what kind of a 
shoe would fit a certain foot the best 
nor when that foot is fitted correctly. 


* + * 
Against Licensing 
Salesmen 
ATLANTIC CiTy.—P. J. White of 
the Cantilever Shoe Shop, says— 
Because of the fact that a proper 


classification and supervision of 
orthopedic shoes cannot be prac- 








Which foot should be fitted first— 
and why? 
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tically applied at the present time, 
I think that it is inadvisable to issue 
licenses to salesmen engaged in this 
type of work. Until practical 
methods are advanced, I do not favor 
the licensing of salesmen selling 
orthopedic types of footwear. 


Making Friends for the Store 


LARNED, KAN.—J. R. Oliver, of 
Lischesky’s shoe department, says— 
This is the age of specialization. A 
successful shoe salesman must be a 
specialist. He should strive to do 
more than simply make a sale—he 
must make a friend. To sell ortho- 
pedic types of footwear, he must 
make a real study of the subject. 


* + 


Public Demands Expert 
Fitting 

CHICAGO—William F. Gunns, of 
Wellworth Shoe Co., 111240 South 
Michigan Avenue, says: Already it 
happens daily that nine out of every 
ten customers come in complaining 
of short shoes and misfits. If all 
shoe fitters were licensed, as is a 
doctor or dentist, we would be able 
to fit correctly, through a better 
knowledge on the part of our shoe 
salesmen in foot fitting, and also 
through the confidence of the pub- 
lic in our judgment as to the types 
of shoes best suited to their feet. 
We are in the progressive period of 
the business world where the public 
expects more from the shoe salesman 
than merely selling a pair of shoes 
or shoe accessories. The public likes 
to feel that retail shoe merchants 
know their business or profession 
and are not merely clerks. 


For Trade and Humanity 


DANVILLE, Pa.—Victor J. Marks 
of the Marks Shoe Store, says—We 
who sell orthopedic footwear know 
that it is not a question of price 
with our customers, but a question 
of fitting their feet with comfortable 
and stylish shoes. 


* ” * 


66 HICH foot should be fitted 

first—and why ?” asks a buyer 
of a large department store in De- 
troit. “Is the customer who wants 
the left foot fitted first always a 
crank ?—and why do some salesmen 
consider it unlucky to fit the left foot 
first?” This is not a prize problem 
question, but the Editor of “THB 
RECORDER'S Retail Shoe Salesmen’s 
Section” would be glad to have the 
opinion of the readers of these pages 
to pass on to this buyer, who does 
not want his name mentioned. 
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George W. Brown, One of the Founders of the United Shoe Machinery 
Corporation, Dead; Had Been Vice-President and Chairman of 
Finance Committee for Many Years 


W. BROWN, 
vice - presi- 
e dent and one 


of the founders of 
the United Shoe Ma- 
chinery Corporation, 
and father of E. P. 
Brown, chairman of 
the  corporation’s 
board of directors, 
died at his home in 
Newton, Mass., Fri- 
day night, Nov. 16. 
His death marks the 
end of one of the 
most active careers 
in the shoe industry 
as he had continued 
in active service 
until more than 86 
years of age. 

Mr. Brown was 
born in Northfield, 
Vt., Aug. 30, 1841, 
and his earlier busi- 
ness career included 
positions as time- 
keeper for the Cen- 
tral Vermont rail- 
road, a partnership 
in a grocery store, a 
similar position in 
the hardware busi- 
ness and as auditor 
of motive power for 
the Central Pacific 
railroad in Cali- 
fornia, where he moved in 1869, at the age of 28. 

In 1871 he took a position with the Wheeler & Wilson 
Manufacturing Company, manufacturers of sewing ma- 
chines and, with this company, laid the foundation of the 
knowledge which he later used to such good advantage 
in the shoe machinery industry. 

In 1876 he returned to New England as New England 
manager of Wheeler & Wilson, remaining in that ca- 
pacity for sixteen years, at which time he entered the 
shoe machinery business as manager and treasurer of 
the old Consolidated- Hand Method Lasting Machine 
Company of Boston. "4 

Four years later he was made manager and treasurer 


GEORGE WARREN BROWN 
1841-1928 


of the Consolidated 
and McKay Lasting 
Machine Company 
which, in 1899, was 
merged with other 
companies into the 
United Shoe Ma- 
chinery Company, 
parent of the United 
Shoe Machinery 
Corporation. 


F this original 

company, Mr. 
Brown was manager 
and treasurer until 
1910, when he was 
elected vice- 
president and made 
chairman of its 
finance committee. 
In 1917, when the 
United Shoe Ma- 
chinery Corporation 
was organized, he 
became _ vice-presi- 
dent of this organi- 
zation and, since 
then, had served, 
also, as vice-presi- 
dent and a director 
of the United Shoe 
Machinery Company 
of New Jersey, a di- 
rector of the United 
S hoe Machinery 
Company of Maine, 
of both the British 
and French United Shoe Machinery Companies, of the 
First National Bank of Boston, the Boston Blacking 
Corporation and others. 

In addition to his active business interests, Mr. 
Brown also was a devotee of music and years ago be- 
came actively interested in the New England Conserva- 
tory of Music of which he was a generous patron, hav- 
ing given money to help build one of the recent addi- 
tions to the big building. For the last five years he 
has served as president of the board of trustees; and 
also served as vice-president of the Boston Music School 
Settlement. 

A year ago Norwich University conferred on him the 


[CONTINUED ON PAGE 94) 
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oN ore (olor 
and 


‘Buoyancy 


in the 


eNen’s 


‘Department 


By George Geuting 


S most of my friends know, I have always been 
JA : 100 per cent man’s man in the combination 

business, a role that is not at all times easy. 
To bore you with repetition, the average men’s depart- 
ment in the average combination store, has not been, 
in the past, as outstanding and as individual as it 
should be. There have been great changes made in this 
respect, and among the more up-to-date and aggressive 
shoe merchants today, the men’s department has been 
individualized. Now, in order to distinctly separate the 
men’s department from the rest of the store, they have 
had to do it in a manner that was decidedly unfeminine, 
by making the men’s department a sort of a clubby 
men’s atmosphere, severe in its general decorative 
scheme, woody and heavy in its furniture and fixtures, 
or just what the average man expects a man’s club to 
be like. . 

This job of individualizing the men’s department has 
been very well done, so far as separation is concerned, 
and whérever this has been done with a distinct men’s 
organization taking care of the men’s customers, I am 
sure everyone will bear me out), the men’s department 
has really proved its case, as to its increase of business, 
and as to its turn-over and showing of profits. In other 
words, it is good merchandising to have the men’s de- 
partment a part of the store, rather than in the back- 
ground, as a second or third consideration. Now, this 
change has been more or less gradual, and over a con- 
siderable period of time, but the thought now enters 
my mind, if I were to build a distinctive men’s store, or 
a separate men’s department today, just how would ‘I 
do this? 

Would this be in the usual sombre, heavy atmosphere 
that has been carried on by most of us, to definitely 
separate it from the more delicate pastel and feminine 
atmosphere of the rest of the store, or would we put 
more color in our men’s department? What I am 


driving at is, what is the best selling atmosphere for 
the men today? and I am rapidly coming to the con- 
clusion that men demand more color. There are many 
reasons for this conclusion. 

Note the great changes in the dress over the last 
decade. Real he-men today are wearing clothes that 
were they seen in them ten years ago, they would either 
be’ expected to be kissed or kicked. Men have brilliant 
and many changes of ties, colored shirts, many changes 
of hats, colored underwear (not red flannels, but colored 
shorts). You can see them in any locker room in any 
club, and I know that most of us wonder at it, but it is 
here and it is accepted by us from the he-men that are 
doing it. In other words, the man is rapidly coming 
into hig own, and he is rapidly becoming a peacock. 


NOTHER example. I was very much interested 

in the building of the largest athletic club in the 
world, the Penn Athletic Club, and I was very much 
disappointed, and criticized the building committee 
when it accepted the plans that were more like a modern 
hotel than what I thought a club, such as I wanted to 
belong to, should be, or what I wanted a men’s club to 
be. I have nothing to say now—the committee was 
right and I must have been wrong, because it is now 
an acceptance of the club. However, my own feeling in 
the matter when I enter the club is decidedly different 
from what it is going into the older clubs in this same 
city. It is the spirit of the times. 

This all couples up with our national advertising cam- 
paign for men’s shoes, and the general lifting up and 
taking out of the more or less drabby atmosphere that 
the men’s business has been in, to a more buoyant and 
brighter atmosphere that is coming in the future. 

I have been told that there are some men’s shops and 
stores out on the West coast that have been quite ex- 
treme, and just what we are discussing. Visitors to the 

[CONTINUED ON PAGE 65] 
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Lhe ‘Romance of Py hoes 


[CONTINUED FROM PAGE 37] 


She also bought in one year 580 pairs of shoes. They 
were very, very delicate, very slight, made of very thin 
material. There is a story about her which perhaps 
all of you haven’t heard, how her shoemaker sent her 
these shoes, and she sent one pair back and said they 
were damaged. He said, “Ah, madam must have walked 
in them.” You see, even in those days, shoemakers had 
their troubles. 

Women love to spend for accessories. There is where 
we sort of let ourselves go. We must do it. We must 
spend lavishly for accessories to be well dressed: We 
must have shoes for every occasion—brown, colors that 
you know. much better than I do, shoes for bathing 
suits. You can’t wear only one bathing costume; you 
must have five or six, and you must have shoes: to go 
with them. 

Shoes are beautiful; they really are romantic. We 
always think of ourselves as being more or less in an 
uninteresting period, as being practical; the woman of 
today doesn’t want to be bothered with things. Just 
the same, the shoes you are making today and we are 
wearing are going down in history exactly as Sappho’s 
sandals or Josephine’s little shoes have gone down in 
history. They must be just as carefully chosen; they 
must be more carefully chosen than ever because of the 
abbreviated skirts. 

You remember the graced, arched foot of the dancer. 
Her twinkling toes stay in your memory when her steps 
have vanished. Shoes again! 

I remember a stage manager in Germany when I was 
singing there. He was rather a beast of a man, I must 
say, and I always loathed him, until at the end of one 
long dinner he put his hand into the tail of his coat 
pocket and pulled out a tiny little shoe, about a 2%, an 
American shoe. He said, “This typifies to me the woman 
I love. When I left her, I didn’t want her to give me 
anything but one of her little shoes. That means every- 
thing to me.” 


T did; it placed the woman on the map much more 

than a cigarette case or anything of that kind. I liked 
that man from that moment. I thought it was so hu- 
man. You remember in the eighties they used to drink 
champagne out of ladies’ slippers. I can’t think it was 
a very delightful practice, but it was romantic. 

You see shoes are linked up with romance. We can’t 
get away from it. Shoes -show such character, too. 
Feet show such character. 

When my sister and I do the exhausting month of 
August in Paris, through the collections, we look at the 
poor, dear buyers and see everything expressed by their 
feet: their style consciousness, their exhaustion, their 
hopelessness, their despair, their longing for the next 
boat. We don’t look so much at the mannequins. Of 
course, we do look at those, but the feet around the 
room catch you and hold you. They express every bit 
of character that every one of those people has. 

A friend of mine who just came back from a world 


cruise told me the most important item in her wardrobe . 


was shoes. She took eleven pair with her. She said, 


“The reason is perfectly obvious. You can get a sort of 
hat in Japan. You can get a sort of dress in Java. 
It is true you can’t get stockings, but it is absolutely 
impossible to get shoes, and where are you in sight- 
seeing without shoes?” 

The ensemble idea, of course, as you all know, is 
really a most important one, and from our point of view 
grows more and more so. The fur link-up this winter | 
think is extremely interesting. Shoes may match furs; 
the shoes may carry them out, may emphasize points of 
the fur costume. The little hats now go with them. In 
fact, the whole idea of ensemble seems to be growing 
and growing. 


Y sister, Marjorie Howard, director of Harper’s 

Bazar in Paris, who was just here, follows the 
famous forty about Europe. She thinks they are the 
forty best dressed women. They are not all Parisians; 
they are women who have lived in Paris, who have eaten 
up style all their lives and who have terrifically culti- 
vated tastes. Marjorie pursues them. It is getting 
harder and harder, but she lands them. She sent cables 
in the last few days, and I thought you might like to 
hear them. 

The shoes in Paris are very, very simple in form; 
for semi-sports dress, one-strap perforated brown 
leather. There is a great deal of perforation, she tells 
me. For sports wear, Greco still continues, that flat 
heel sandal he brought out a year ago last summer. 
There are many linen espadrilles decorated with colored 
leather for beach wear. 

On fine days for street and afternoon, a pump in 
patent leather or lizard or antelope is much worn. Ox- 
fords are worn. A very smart woman in Paris wears 
them in dark crépe de chine to match her ensemble. 
I can’t think of anything more delightful than the new 
violine shades in Paris, which are violet, carried out in 
dark violet crépe de chine oxfords to wear in the after- 
noon. 

There are some Colonial pumps for afternoon with 
important buckles, bronze with brown antelope, cut steel 
for patent leather. 

In the evening, forms are extremely simple. There is 
very little foot jewelry. Colored crépe de chine pumps 
are best. 

Marjorie has seen slippers or sandals of cloth of sil- 
ver to wear with lighter colors. I think that is new. 
I don’t believe we have done that in this country, but 
you may not want to. 

Also, white satin is a high spot in Paris for evening 
wear. She tells me she sees more white satin dresses 
than anything else. With them, the women are weiar- 
ing white satin sandals, which must be very effective 
when you think of the sun-burned legs and arms which 
the women are still going in for so much. 

For luncheon she saw many black pumps and brown 
one-strap shoes with tweeds. Of course, tweeds ar 
terrifically in the limelight. 

Makers are still combining leathers, but they are 
usually of one color. 
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NEW IDEAS FOR OLD 
ATNW.I fA. CONVENTION 


Why is it that the men who are the real money-makers among the 
shoe retailers of America are always in the majority at the one big 
N.S. R. A. Convention every yearP ‘Thousands of them! From 
all over the country they come, every year! They attend this Con- 
vention to start the year right, to get the new styles first and first- 
hand, they came to GET NEW IDEAS FOR OLD. Four days 
in Chicago—and they’re ALL SET to be pace-makers in their 
own home towns for the next four seasons! 


THIS YEAR, they’ll be there again. The leaders! And if you’re there, 
it will be the biggest, the most stimulating and idea-inspiring N.S. R. A. 
gathering you have ever attended. Send in your reservations today and 
start planning to make this trip pay you a profit in your store during 
1929. 


NEW LINES, new leathers, new retail methods, and new mer- 
chandising ideas from all sections of the country and from every 
style and shoemaking center. 


SUPER-STYLE SHOW that will glorify the footwear of Amer- 
ican womanhood and include the first really effective, dramatic 
and educational showing of shoe-style customs among well 
dressed men. Spectacular event. 


MOTION PICTURE showing graphically how an average- 
Everything Under One Roof size shoe store can be operated for better than average profit 
= o> ee | ep a ... for ample profit. Group conferences and speakers will de- 
aah a deuiie aman tone vote themselves to modern problems of the smaller retail 
a ar ena “y ¥ = exhibition, stores. First reports on results of the Men’s Shoe Adver- 
a: came aul ine tising Campaign ... plans for 1929! EVERYBODY, be 
ficently situated in the Stevens there! . 
Hotel. Round trip from any 
point for fare-and-a-half. For 
hotel reservations write direct to 


re sates at AMERICA’S MIGHTIEST 


JAMES H. STONE, M 


ca sauceee,. fi SHOE RETAILER CONGRESS 


Chicago, Illinois 


re roe | HOTEL STEVENS 


Get in Gear 


NS. R.A. ¢ IH $ C A © 
JANUARY 7:°8:°9°10 
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WE WILL HOLD 
THE FAITH 


T takes only a peep ito the history of the great 

industrial institutions of the nation to find the . 

common denominator of their greatness... qual- 

ity of product and service to consumer.*77 Any 
cheapening of process or material in compromise 
with quality—any practice detrimental to the high- 
est ideal of customer relationship, inevitably oa 
failure. It is economic law. 











It costs a little less to make shoes with paper coun- 
ters and shoddy insoles, for leather is more expen- 
sive than any of its substitutes. And such shoes can 
be made to look all right when they are new. But 
they give a sorry account of themselves when put 

’ to the acid test... because the quality is not there. 


The International Shoe Company has never built 
into the hidden parts of its shoes any material lack- 


K fb 


ee nae & RAND a — co. FRIEDMAN- ieee SHOE CO. 


STAR BRAND SHOES DIAMOND BRAND SHOES RED GOOSE SHOES 
_ SAINT LOUIS CHICAGO 















MANUFACTURERS 
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ing in the high standards that have won leadership 
for its product. 


We are fully aware of the demand for low-priced 
shoes. But we do not believe the public either ex- 
pects or prefers the shoddy shoes which are flood- 
ing the market in answer to the call for footwear 
at a low price. 


Therefore, we remind our customers of the funda- 
mental, unchanging policy of this company, the 
production of solid leather shoes backed by the full 
strength of our great organization of 14 tanneries, 
43 factories, 59 auxiliary plants, and our rubber 
factory, all of which effect economies in manufac- 
ture and distribution. 


We shall remain steadfast to the principles which 
have built this organization. We will not break 
faith with our customers and the wearers of Inter- 
national Shoes. We will meet the cheap and shoddy 
with thegoodand the fine—with solid leather shoes. 


Andon thissound basis, weshall continue to succeed 
with more than 60,000 customers; who put quality 
and value first and foremost in the shoes they sell 


© 


ate 





Sr) <eay¥ ue 
ete ee SHOE CO. MORSE & ROGERS HUTCHINSON-WINCH 
CHICAGO NEW YORK BOSTON 
SOLID LEATHER SHOES SUNDIAL SHOES TRIANGLE BRAND SHOES 





NEW YORK BOSTON 
TANNERS 
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The trade mark— 
is registered in the U. S. 
Pat. Office, as the 
property of the 
GOLO 


SLIPPER 
CoMPANY 


There is only 
one line of genuine 


and the genuine always 


bears our stamp 


The use of the name 
DEAUVILLE SANDALS 
or any conflicting therewith 
on footwear other than that 
of the GOLO SLIPPER COM- 
PANY, is a violation of our 

rights. 

It is our purpose to protect 
these rights to the fullest ex- 
tent of the law. 





INSIST ALWAYS 
ON THE ORIGINAL AND GENUINE 











Boys Want It Everywhere 


THE BILLY BOOT 
“Best Under the Son” 


In Stock 
Big Boys 
Sizes 6% to 814 


Ee 
Sizes 2% to 6 


Sizes 1 to 2 


Little Gents..... 4.15 
Sizes 9 to 1344 


é 


-_ 


The Original Knife Boot 
for Boys 


Just as good as it can be made 


Chocolate Retan, Full 14 inch Pattern, 
Lined Vamp. 


Rock Oak Outersoles, Innersoles, Heels 
and Counters. 


Single Sole Goodyear Welt. 
Full Grain Gusset. 

Double Blade Jack Knife. 
Munson Army Last. 

In Stock. 


ATTRACTIVE ADVERTISING MATTER 
GRATIS with which you can make it YOUR 
local “HIT.” 


See it today—the season is on. Samples pre- 
paid. 


Red Wing Shoe Company 
Manufacturers 


Red Wing, Minnesota Dallas, Texas 
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Out of the Joint Styles 


conference comes concrete trend 


Retailers — manufacturers — Stylists 
all, enthusiastically concur in hailing 


The Sportswear Trend 


Bright colorful attire will predominate. 


ERIC GRAIN 





—symbolizes the trade demand. The 
Standard of excellence in Grain Calf 
Leathers. GRAND 


Colors 


Almora 
Champagne 
French Beige 
Marron Glace 

Sunburn Beige 
Trotteur Tan 
Woodland Brown 
Satin White 
Black 


Carl € Sch midt & (2 


ETROIT 


Tanners of the Schmidt Calf Leathexr 
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Recorder window cards induce more window-shoppers to come inside your store:—thus you get 
more shoes and accessories sold. Window-shoppers who pass on are frequently lost; they are 
liabilities. Turn them into a store asset, at least, by speaking to them thru effective Window 
Cards. Impress a thought upon their minds about your store service, styles, quality. Thought 
means action. 

Recorder Show Cards in your window will make your window-shoppers think 

your way—right at the moment of looking into the window—also when they 

remember to tell their friends what you said. 

Say nothing—they remember nothing! 


— NOW READY — 
DECEMBER (*2z,,) CARDS 


(Three Colors) 


















with snappy sales messages. 


Single Show Cards 


754 tink 


Postage prepaid 
Select any of these subjects by number 





Each Immediate delivery 














WOMEN’S 

No. 1—Oxford Ties. 

No. 2—Patents—always smart. 

No. 8—Gift suggestion— 
buckles. 

No. 4—Evening slippers. 
GENERAL 

No. 5—Proper fit—corner stone 
of our store service. 

No. 6—Be ready for Holiday 
Festivities. 

No. 7;—House slippers — ideal 


No. 8—Home for the Holi- 
days! Need shoes? 
No. 9—Check off your list here. 


MEN’S 

No. 10—All men like these 
shoes. 

No. 11—Wing Tips. 

No. 11A—Scotch Grain—rug- 
ged wear. 
HOSIERY 

No. 12—-Say it with hosiery. 

CHILDREN’S 

No. 18—Dress up for old 

Santa Claus. 
ACCESSORIES 


No. 14—Buckles—Bags. 
No. 14A—Galoshes. 


N. B.—The privilege of exchange of current 
month’s cards is available to annual card ser- 
vice members who may find listed above card 
texts which bettet cover their merchandising 


program. 


Green and red 
hand lettered 
black. 





(Actual size) 


es in 


Price Tickets With 64° Prices:— 








Vnd ready rm fun 
Parties 


TEAS 
DANCES 


Ask fo see our New Arrivals 


Above illustrates type of December cards—full of 
Christmas season colors; sure to attract custom- 
ers to study the window trim. 





























Attractive Holiday Season 






69e to $17.50 
25¢ per doz. 
6 doz., $1.25 
Cash or Stamps With Order 


Quantity of each printed price necessarily limited. 
Orders filled in order of receipt. 




















Christmas—the sweetest profit period | F 





BC 
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Recorder Show Card Service 


—a practical business i 
builder for shoe merchants @ 


—AND, is the most valuable of window card franchises to own for 
your town, suburb or metropolitan shopping center. 


‘MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. Ask us if your town is or may be open. 


Oh — 
Select the 
Service YouW ish— 


Try the Service Then Mail Coupon 
Service 8 cards (7”x11”). 


for 30 Days— 2 Art Card Holders. 
ito. 1 100 Blank Price 

: ickets. 
Mail the Coupon $4.00 monthly ($48.00 the year). 
10 cards (7”x11”). 


In the panel are brief de- Service 4 Art Card Holders. 


scriptions of the _ several ed 1-B 100 Blank Price 
‘ . A ickets. 
Services we are now in posi- $5.00 monthly ($60.00 the year). 


tion to offer you. Select the r) tr, en 
one you wish. Try it for a JUNIOR cards. ° 
month. Then if you are not Service dg aaa ae 
—? satisfied, you simply Tick 50 Blank Price 
pay for the one month's emote. 

showing at the low yearly ay aaeeey wea Gagens. 
rate. Fair enough, you'll Printed Price Tickets 


agree. Mail the coupon today! i 4 = ae 


per month if wanted with any 
annual card service. 


i I 


COUPON 


BOOT & SHOE RECORDER, 

189 W. Madison St., Chicago, IIl. 

Please enter our order for the Recorder “Selling 
Messages” card service No. for one 
year, consisting of cards each month, 
and 2 art card holders, with the first month's 
service, beginning with cards for September, for 
which we will pay $ per year, payable 
$ per month. 

For cash in advance full year’s service, 5% 
discount. 


We sell Men’s, Women’s, Children’s shoes, buckles 
and hosiery. (Cross out lfmes not carried.) 


We prefer:—Card holders, or frames (gold) (silver). 


Place following initials on frames (not more than 

















Art Card Holder Base (above) 
Comes in either Gold or Silver trim—-mottled finish, felt 
lined bottom. Store name in panel, if you Very 
tasty and attractive. You'll be proud of them alongside 
your finest window fixtures. 


Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


two).........Store name on card holders 
(letter plainly) 
Printed Price Tickets:— 


i$— $—- $+ $—__ $ $ $— +— 
(Any price: 15c. per dozen) 


Merchants Service, Dept... 
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189 W. Madison St., Chicago 


Store name 
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It pays to be 
Particular about 


SPATS 


Demand today is created by the satisfaction of 
the consumer as well as of the retailer. That 
is the case with Manolis Spats. Years back, at 
a time when many spat manufacturers quit the 
business, Manolis stood in the front line and 
won through on the merits of these good old 
reliable spats. 


Manolis Spats are made only in the safe way, 
without springs or other attachments—with 
solid hand sewed buttons or with shank but- 
tons. Hence the dealer is sure that every pair 
will give satisfaction. 


The season is now. Make extra profits with 
Manolis products. 


Spat Prices and Colors 


Style 110 Felt, Shank Buttons, Pearl Grey, Fawn 
and Taupe, doz. prs $11 
Style 112 Domestic Cloth, Five Shank a 
Pearl Grey, Fawn and Grey, doz. prs.. 
Style 113 Felt, Four Horn Buttons, Pearl Grey and 
Fawn, doz. prs 
Style 114-1 Genuine English Cloth, Leather Piped, 
Four Horn Buttons, Pearl Grey and 
Fawn, doz. prs 
Style 117 Domestic Cloth, Four Horn Buttons, 
Pearl Grey and Fawn, doz. prs 1 
Style 115 Genuine English Box Cloth, Leather all 
way through, Leather top facing, 
stitched and turned, London Grey and 
Fawn, doz. prs 
Style 114 Domestic Cfoth, Leather Trimmed, Pearl 
Grey and Fawn, doz. prs 2 


Customers’ names can be stamped in the spats with gold 
stamps in orders of six dozen pairs. This requires ten 
days for delivery. 

We are manufacturers and distributors of the rhinestone 
ornaments, leather and ribbon bows, metal buckles and 
awe cut steel buckles. Write in for style and price 
card, 


Manolis Manufacturing 
Company 


4248 No. Crawford Ave. 
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SINBAC Helthy-Fut 
Shoes provide 

a splendid 
Foundation for 


the Nation’s 
Childhood—~ 


F course there are some shoe merchants who 
do not stock SINBAC Helthy-Fut Shoes 


for children. We cannot sell ’em all. 


~ 


But take special notice of those who do. In the 
main they’re progressive merchants, awake to the 
fact that their future well being—ihdeed, their 
very business life!—hinges on the quality of the 
shoe service they provide. They sell shoe satis- 
faction and all that this implies. 


In SINBAC Helthy-Fut Shoes they have a line 
made to assure normal developmerit*for young, 
tender feet . . . to withstand the rough treat- 
ment of active childhood to, fit well, look 
well and live long. Helthy-Fut Shoes promise all 
this . . . arid, besides, they feature styles of 
super-excellence. 


Interested? Send for the current issue of our 
catalog, SELLING SHOES. Yours for the 


sINBAc 


Helthy-fut 
arena ae we capes 
CHICAG oO 
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SEIS pete TEA Stasi et 
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50 Card 


$1 


LYONS PARAMOUNT SAV-HOSE 


educed in proportion 
on 1 gross assorted 


$1.00 Doz. or 


ium 
$1.20 Doz. or $1.20 Card 
All other items r 


LYONS HOSE PROTECTOR 


Med 
DISCOUNT—5% 


LYONS L 
Means greater 
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“ 
our 


interchangeable 
construction has 
made our losses 


on fixtures 
practically 
negligible” 


—<Oscar Webber 


Vice President and General Manager 


HUDSON’S 


E. nearly twenty years we 


have had the privilege of serv- 
ing Hudson’s, not only in the 
planning of their store but in 
furnishing the equipment it- 
self. In a recent letter written 
on the occasion of the opening 
of their splendid new store, 


Mr. Oscar Webber said: 





“Your principle of sectional 
interchangeable fixtures enables us 
to make departmental moves in 
amazingly short periods of time 
and owing to the standardization 
of the equipment, losses through 
all these years resulting from the 
discarding of fixtures have been 
practically negligible. We would 
not consider using any other type 
of equipment in our store.” 
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There is little we can add to the 
testimony of such an outstanding 
merchant regarding the advantages 
of Grand Rapids interchangeable 
fixtures. The soundness of this 
principle of construction has been 
so firmly established among Amer- 
ica’s outstanding stores that many 
of them, like Hudson’s, will not 
consider any other kind. 


This new store of the J. L. Hudson Company in 
Detroit has 1 million square feet of floor 

5 high-speed passen- 
ger elevators. Smith, Hinchman @ Grylls, Building 
Architects ; Bryant & Detwiler, Gen’l Contractors. 


Make up your mind now to stop 
the losses from discarding fixtures 
when departmental changes are 
required. Let us tell you more in 
detail what Grand Rapids inter- 
changeable fixtures have saved 
other merchants throughout the 
land. A request for information 
will get prompt attention and will 
not obligate you in any way. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


F ormerly: The Grand Rapids Show Case Company - Welch-Wilmarth Corporation 





Factories: 
Grand Rapids 
Portland, Ore. 

Baltimore 
New York City 





Gentlemen: 


Granp Rapws Srore Equipment Corporation, Grand Rapids, Michigan 
Please send literature and information Z-11 
regarding your Interchangeable Store Equipment. 


Executive Offices: 
Grand Rapids, Mich 
Branch Offices and 


representatives 
in every territory 








STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE EQUIPMEN1 
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SHOE STORE SERVICE SECTION | 


Devoted to Display and Merchandising Methods 
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ooking eAhead to the 
ale “Period 


sales. The subject has several phases that should 


Y = should put some thought into the matter of 
be examined into thoroughly before determining 


policies. Ask yourself these 
questions: 

Should I run sales at all? 

If so, how many and at 
what times? 

What names should I give 
them? 

What should be the dura- 
tion of each? 

These are important ques- 
tions. Snap judgment and 
haphazard decisions may 
prove costly. There is need 
of close study of all factors 
having a bearing on the mat- 
ter. If you cater to certain 
classes of people, have you 
studied the reaction of these 
people to sales at other stores 
as well as your own? Do 
they seem inclined to wait 
for sales rather than to buy 
earlier at regular prices? 

Have you taken steps to 
determine to what extent 
sales may detract from or 
enhance the regular _ busi- 
ness? 

You cannot get the answer 
to this out of an article, as 
local conditions are the 
prime factors. 

For the period beginning 
immediately after Christmas 
and running up to the be- 
ginning of the spring selling 
Season, one sale or several 
might be planned, in accord- 
ance with the policy adopted. 
Among the names _ that 
might be used are: 

Holiday Wind-Up. 

Year End Sale. 

Stock Reducing Sale. 


January Sale. 
Pre-Inventory Sale. 


After-Inventory Sale. 








Things to Remember 
During December 


Oecember 1-8. 


Your sales problems now are peculiar to this one 
month. Purchases in most instances are predicated 
on considerations other than the immediate footwear 
requirements of the individual. So-and-So wants to 
give So-and-So a Christmas present costing about so 
much. The items under consideration include per- 
fumes or cigars, candies or match safes, shirts or 
chemises, and what not. When a man, woman or 
junior with $1, $5 or $10 to spend on a gift goes by 
your store to spend it in a candy or cigar shop, a 
drug store or jeweler’s, that is probably because the 
merchant who makes this sale (ordinarily a non- 
competitor) has presented his merchandise at that 
price more attractively than you have presented 
yours. 

Don’t yield to any temptation to spare time, 
trouble or expense in making your windows as at- 
tractive as they can be in appearance and in mer- 


_ chandise appeal. 


Try some gift boxes containing several items, per- 
mitting the customer to select each item. This will 
appeal to shoppers who want to give a larger gift 
than slippers or hose and don’t want to give shoes. 
In many cases this will mean that iastead of passing 
up hosiery or slippers the shopper will buy a gift 
box combining these and other items, shoe trees, 
ornaments, dressings, fancy overshoes and even dress 
footwear. 


Dec. 10-15 


If you can find room for some gift booths and 
tables, now is the time to get them up. Use show 
cards with each one and keep changing the items 
on them. 

If possible, the extra salespeople who are to come 
in later should be posted now on some of the things 
that you will want them to know and to do. The 
busiest time is not the best time for giving in- 
struction. . 

Are you running a sale immediately after Christ- 
mas? If so, have your ads ready—or at least ready 
for. the insertion of the items that may have to be 
determined later. 


Dec. 17-24 


Nothing to do but work on the floor. The decks 
should now be cleared for action. Haye all your 
preparatory work cleaned up before the 15th. 


Dec. 26-31 


People passing the store on the morning of the 
26th should see a new trim in the windows—or they 
should be covered and the trimmer working in them. 
No Christmas sign or symbol should be discovered 
in the store after Christmas. 

Whether or not you are jumping right into a sale, 
let your windows blazen forth the items that will 
sell now. y 








Mid-Season Sale 

Short Lot Sale. 

Red Tag Sale. 

March Clearance Sale. 

Clean Sweep Sale. 

It is not meant that these 
should all be used. They are 
listed merely as_ thought 
starters for merchants seek- 
ing sale names. Other 
names with similar meaning 
would do as well—in fact. 
would be preferable where 
competitors may be usiny 
some of these. 

One point to bear in mind 
is that the words “clearance” 
or “clean sweep” should not 
be used in connection with a 
sale that is to be followed by 
others. Let your _ public 
know that when you say 
“clearance” it means “clear- 
ance,” or thereafter it won't 
mean anything. 

When you put on a sale, 
don’t just slap an ad in the 
paper and throw a lot of 
shoes in the window. Put 
it on right. Have a good 
design drawn up, embodying 
a distinctive style of letter- 
ing and ornamentation. This 
design should be adapted to 
ads of varying sizes and to 
show cards, window stream- 
ers, price tickets. People 
who see your ad first should 
be forcibly reminded of it 
when they pass the store. 
Those who pass the store 
first should be reminded of it 
when they see the ad. Peo- 
ple don’t always act on a 
thing when it is first brought 
to their attention. They 
often forget. 








BOOT AND SHOE RECORDER 


A Complete Kawneer Installation 


The holiday season will demonstrate your need of 


A NEW KAWNEER FRONT 


The one time of the year when 
purse strings are wide open— 
when retail business is at its peak 
—and you handicapped by a store 
front that is inadequate to the 


occasion. 


Here is one season: of the year 
when the power of window dis- 


play is most emphatically demon- 
strated—in profits. 


There is still time to install a new 
up-to-date Kawneer Front before 
the holiday season starts. But 
prompt action is necessary. The 
attached coupon mailed today 
will get it. 


MAIL THIS COUPON 








BRONZE 





cawnee; 


STORE FRONTS 





THE KAWNEER COMPANY, 3213 Front Street, Niles, Michigan 
Send your book, ‘‘Modern Store Fronts For Better Display’’ to 





Address 














Kind of B i 
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This Show Sold Shoes 


The Rannard Store of Winnipeg Enlists the Cooperation 
of Newspaper, Fellow Merchants and a Whole 
Flock of the Season’s Debutantes 


F. RANNARD, who operates the 
Rannard Yale ‘shoe store in Winni- 
e peg, doesn’t believe in hiding his 


light under a bushel. He does big things 
in a big way and folks living in or near his 
town have no trouble finding out about it. 

Recently this store was remodeled inside 
and out. It was a very creditable piece of 
work, well worthy of notice—and notice it 
got, with a vengeance. 

The opening was commemorated with a 
style pageant. Rannard’s is not the first 
shoe store to hold a style show, but it takes 
the lead for volume of publicity attained 
through one event, and possibly for the 
amount of cooperation from fellow mer- 
chants and others. 

No less than a six-page section of a local 
paper was devoted entirely to news items, 
fashion notes and ads connected with this 
event. Apparel stores tied in with it. 
Manufacturers of shoes and other merchan- 
dise sold at Rannard’s tied in with it. The 
fashion editor of the paper wrote up the 
styles exhibited. The society editor de- 





LX “Wendel Shaws for Wenderfed Gta” ZS 


New Fall Modes 


IN 


FOOTWEAR 











One of the 3-col- 
umn, 16 inch ads 
used by Rannard 


scribed the ballet presented by the Junior 
Club, whose members modeled at the style 
pageant. 

For some days preceding the opening 
and style pageant, the event was heralded 
by ads and editorials. 

The six-page insert came out on the day 
following the show. Thus the store en- 
joyed the benefit of the full publicity value 
of the editorial reviews. There were no 
full page ads in this section. Each page 
carried a liberal amount of editorial mat- 
ter—not dry “puff stuff,” but newsy, in- 
formative and interesting. Rannard-Yale 
ran quite a number of moderate sized ads 
scattered through the section, and several 
manufacturers advertised their products 
that are sold at this store. The milliner 
and costumers who cooperated in outfitting 
the models also advertised. 

In point of attendance and business the 
affair proved highly gratifying to all who 
participated, and it will be long before the 
echo of the publicity dies down. 

Mr. Rannard is to be congratulated on 
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Make Your Windows 
Sell More Shoes 


Use FAIRY LASTS 


OU can make your windows better 

salesmen by treeing your display 
shoes with Window Trimmers’ Fairy 
Lasts. The beauty and individuality of 
your models will be so greatly enhanced 
by Fairy Lasts that window shopping 
will be turned into steady sales. 

We have a special assortment of 
twelve pairs of white, short vamp, ad- 
justable Fairy Lasts, specially made for 
window trimming, which sells for only 
$5. Each assortment is made up of 
two pairs of each of the six different 
lasts shown here in sizes 4 and 5. 

State sizes you prefer. Special sizes 
can be had at no additional cost, if de- 
sired. Free booklet will be sent you on 
request. 


SHOE FORM CO. INC. 
Auburn, N. Y. 
United Last Co., Sales Agent 


Fairy Forms are fully protected by 
both American and Foreign Patents. 


ol KA 


AN 


Contracted for Expanded after 
easy insertion being placed in 
in shoe. shoe. 

GOLFER 


Window Trimmers 


FAIRY LASTS 











New Customers 
are Yours — 








CASE No. 542 


for the asking 


Why not use those few extra feet of 
floor space outside your store to at- 
tract new customers into your estab- 
lishment? Place a Silent Salesman 
show case, filled with your merchan- 
dise, on the “‘at present” unproductive 
area and you will immediately notice 
the interest it attracts. [For its small 
cost, this Silent Salesman show case is 
the surest business builder you can use. 


Write us for further particulars. 


DISPLAY CASES 


DETROIT SHOW CASE CO. 
1670 W. Fort St., Detroit, Mich. 
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The chief excuse for the 
elaborate style show was to 
celebrate the complete re- 
modeling of the interior 
and front of the Rannard 
store. This interior view 
shows the store to be com- 
modious and comfortable in 
appearance — an effect 
sometimes difficult to 
achieve in the room the size 
of this one. The wicker 
furniture in the foreground 
is particularly effective 
with its brightly colored 
upholstery 


the genius for merchandising and organizing which 
made this event possible and carried it through. Truly 
it is a fine example of what can be accomplished by a 
live merchant with the cooperation of manufacturers, 
neighboring merchants in non-competitive apparel lines, 
a school of dancing or dramatic art, and an orchestra. 
The local newspaper is, of course, an important cog in 
the wheel—but that cooperation is the easiest of all to 
get, and the newspaper folk will be of help in lining up 
other cooperators and attending to details of pub- 
icity. 

If there is not room enough to stage a style show in 
the store, a nearby hall or movie theater can be used. 


More Color and Buoyancy in the 
Men’s Department 


[CONTINUED FROM PAGE 49] 


far West have come back and told me of this. 
type of men that do this, men that you would not ex- 


The 
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In connection with the 
show a remarkable piece of 
publicity was put across in 
the shape of a six-page sec- 
tion in the local newspaper. 
There were no full page ad- 
vertisements. Every page 
had a liberal display of 
readable editorial material, 
interspersed with paid ad- 
vertisements of the Ran- 
nard store, of manufac- 
turers whose lines are han- 
dled and of fellow mer- 
chants who cooperated in 
putting on the show 


, 


pect to be comfortable or at home in this atmosphere, 
are most enthusiastic about it. 

Men are very easily complimented, and the type of 
salesmanship that is necessary to sell the average man 
is distinctly different from what is necessary in the 
women’s departments. I know I will be questioned for 
this statement, but I know that the average woman is a 
decidedly ardent and sincere shopper. It is a business 
with her, and shopping to a man is a secondary con- 
sideration. He has a business outside of the buying of 
his personal things. The average man does not want 
to “bother,” or at least that is his expression. He de- 
tests making complaints, and often does not. He has a 
lot of mental hazards about buying personal things, and 
certainly, shoes, and we have got to do the unusual in 
our general set-up to make him most comfortable in his 
buying. 

So, the reason for this article is advising the men’s 
men of the country to get more color and more buoyant 
atmospheres in their men’s departments, and to have 
salesmen who are most subtle in their suggestions for 
the extra pair of shoes for another purpose. 
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Polly Shoe Holder 


DISPLAYS 
THE BOTTOM 
AND 
m SHANK DESIGN 


It solves the problem of properly displaying shoe bottom 
and shank designs. Particularly adaptable to Arch Type 
shoes. The Polly Shoe Holder is made of non-rustable 
metal, oxidized finish, felt lined. 
teed. + seid a dozen, $3.50 a half dozen. 
order please. 


Satisfaction guaran- 
Check with 
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Does Your 
Store Say: 


| “Come 


| > ae 


| Attractive win- 
dows must be 
backed up with 
cheerful sales- 
rooms. 


Andrews Interlocking Chairs—up- 











| holstered or veneered—have had 
| shoemen’s approval for sixty years of 
keeping ahead of the times. 


Send for Catalog No. 9. 


The A. H. ANDREWS CO. 


107 South Wabash Avenue 


NEW YORK PORTLAND 


Chicago 


SEATTLE 














This leather ornament illus- 
trated is made in various 
leather combinations for a 
step-in one inch gore pump, 
and is being sampled very 
heavily by manufacturers of 
high grade shoes. It will un- 
doubtedly be the most popu- 
lar of ornaments for Spring. 


ASK YOUR MANUFACTURER 
FOR VANITY CREATIONS 


1261 Atlantic Ave., Brooklyn, N. Y. 
4 


VANITY NOVELTY WORKS = 








105 West 40th St. 475 Hoyt St. 617 Western Ave. 


‘Muflo” 


Insole Smoother 


A New Tool for Your 
Shoe Store 


Insoles are made smooth and 
comfortable by the use of the 
“Duflo” Smoother. 


Rough or Bunched up places can 
be: smoothed down easily. 
“Duflo” Insole Smoother cuts 
close down to tip of shoe and 
edge of insole without cutting 
lining or upper. 

Adjustable at screw-head and 
handle to take care of different 
angles. 


_A Handy Tool to Use— 
“Duflo” Smoother 


Your Jobber can supply or 
Write direct 


F. W. Whitcher Co. 
179 Lincoln St. 
Boston, Mass. 
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XMAS is Near and Full of Cheer! 
A last chance to prepare yourself for the great demand 
for Useful Presents 


® 


Our Stock Is 
Limited. 
First Come— 
First Served. 
ORDER NOW 


Gage se, seee Cet Sate fimane) 
n lue an rown Morocco 
. : ! Style 728—In Stock 
In Stock Sizes 3-12 Gold Tooled, Hand Embossed Set. In Red, Green, 
Blue and Lavender. Bag may be used as purse 
for street wear. 


For $6.50 Retailing 


Made in all colors; 30 other styles in fine 
kid, imitation alligator, snake and pigskin. 
E. Bandler & Co. 


WRITE FOR SAMPLES OF 1440 Broadway, Dept. B 
OUR BEST SELLERS —" 














_ Big Crepe Sole Year?! 


‘“‘Harco” soles are made of 
English plantation finish 
crepe. They are of fine tex- 
ture and color and of the 
highest quality crepe rubber 
known. Specified by retail- 
ers who want the best. 


Why not have the best when they cost no 
more? 





Poeoooooe<| I OSSSCSSCSCSSCSOSSSSSSSSSOSSSSSOSSOOSOOOSD 


HARTWELL LEATHER CO. 


MALDEN, MASS. 
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CONSTANT COMFORT STYLES 









No. 1901. 


Patent Leather. 14/8” wood-cov- 
ered heel. Kid lining. A, B, C, D. 
$4.00 


No. 160. x 


Black Ruby Kid. 13/8” oo! 4 1 
ber top lift. Kid lining. A, D. 
$2.75 


No. 646. 3 


Black Ruby Kid. Gray leather 
lining. 10/8” be, rubber top lift. 
’ > ad 


$2.85 


No. 490. &. 


Black Ruby Kid. Imitation tip. 
7” top. Combination last. 12/8” 
heel, rubber top _ a Bh G 


$3.85 








No. 386. 
Black Ruby Kid. 


Gray Leather 

lining. Combination _ last. 9/8 

heel, rubber top lift. B, C, D, E, 
EE. 


$2 .20 









No. 165. 
Black Ruby Kid. Combination 
last. 14/8” heel, rubber top lift. 

Kid lining. A, B, C, D. 
$3.25 





No. 645. 


Black Ruby Kid. 10/8” heel, rub- 
ber top lift. B, C, D, EE. 





Black Ruby Kid. Gray leather lining. 
13/8” heel, rubber top lift. 
> i  & 
$2.75 


No. 514. 

Black Ruby Kid. Combination 
last. 14/8” heel, rubber top lift. 
Kid lining. AA, A, B, C, D, E, 
$3.25 





No. 161. 
Black Ruby Kid. 13/8” heel, rub- 
ber top lift. Kid lining. A, B, C, D 
$3.85 








No. 73. 


Black Ruby Kid. Gray leather 
lining. 12/8” heel, rubber top lift, 
» < » 
$2.85 





No. 416. 
Black Ruby Kid. 13/8” heel, rub- 
ber top lift. Kid lining. A, B, C, 
D, E. 


$3.25 





Turn Shoe 


=P AULT-WILLIAMSON 


Auburn, Maine 


“A Foot of Comfort Me«uns 
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IN STOCK at St. Louis and Auburn, Maine 





Black ed ~~. ens leather heel. 


Patent Leather. Red, lined. A, B, C, D, E. 
i Black Ruby Kid. G leath 
penser aged Bg —— Bag, lining. 10/8” heel, oi — lift. 
cove y uis Heel. ~% * oO. A, B, C, D, E 
cS me As No. 101, a grade. $2.75 


Ra, No. 101. Se 
No. 608 


° 


$3.35 $1.65 


ee ee ee ee) 


Constant Comfort represents staple value at all times. 
There is no fluctuation from favor, hence no deprecia- 
tion. Because of the safe position held by Constant Com- 
fort, no retailer can justify broken stocks on the ground 
that to keep sized-in means a greater inventory risk. 
The line will be worth as much tomorrow as it is 


today. 


Here are presented 18 popular models which, in their 
variety, will meet all ordinary needs among Constant 
Comfort customers. You will not lose a sale if your 
shelves contain these tested numbers. 


No. 388. 

Black Ruby Kid. Combination 
last. 12/8” heel, rubber top lift. 
BG DS. 
$2.30 


No. 687. 


Black Ruby Kid. Gray leather 

lining. Combination last. 12/8” 

heel, rubber top lift. B, C, D, E, 
$2.60 


Constant Comfort is the best known comfort-plus-style 
line, and, as such, sells promptly to women whose activi- 
ties demand foot-ease with true style. : 


You'll find that all efforts you put behind Constant 
Comfort will pay handsome dividends. Check up on 
your stock NOW. 


Order from St. Louis or Auburn, Maine, whichever is 
nearer your store. 


] 


e a ie i ee ee ee 


Cl eee OE 6 Oe em ees 





S pecialists 


SHOE COMPANY @ ii 


° as Black Ruby Kid. Seamless 7 1/2” 
St. Louis, Mo. top. Combination last. 10/8” 
heel, rubber top lift. B, C, D, E. 
Miles of Happiness” EE. 





$3.25 
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odin , ar Bias, ute om. od we witb 
leather cent strap of du 5 eel. 
black lizard «ved see with As above in Cuban heel. 
As above in college heel. 


j velvet with ‘As 1457 in all blue kid H. H. 
High heel. 











33—As above in Cuban _ heel. 
—Black velvet college heel with strap 
of patent leather. 














with black 
.. High heel. 
ame in Cuban heel. 





1485—As above in Cuban heel. 


kid center buckle strap. 


nee The seven patterns illustrated are the ac- 


cepted patterns for immediate selling. All 
in stock for immediate delivery. Write, 
wire or radio your order. 
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1603—Patent leather high heel buckle 
pump. 


1604—Same in baby heel. 
1605—-Same in Cuban heel. 
1606—Same in college heel. 
1600—As 1603 in all brown kid 
160i—As above in baby heel. 
1602—As above in Cuban heel. 


1793—As above in Cu heel. 
1787—As 1791 in all patent leather with 


ban heel. 


1908—Burgundy velvet one eyelet tie. 

High heel. 

1909—Same in green velvet. 

1902—Same in brown velvet except in 

1907—Same in blue velvet t in 
Cuban heel. _ 

Same in all patent leather in high, Cuban 
and college heel. 

— = black satin in high and Cuban 
eel. 





NAAN AAA TA distal sotlatladalaletitetatadetablel fataled teh fel edetatele 


- 
. 
: 


~ 





- 


Stylists 
138-140 DUANE ST. 


BOSTON OFFICE: 216 ESSEX ST. 
PHILA., 17 No. 4th ST. 


Originator. 


ATER o year eee Eo ee ee Cr 


Ss 
NEW YORK CITY 


yvt 


afors _* 


DETROIT, 418 LAFAYETTE BLDG. 
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on the 


elling hoes Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 








Successful Merchandising Rules 


By Henry W. Cook, President of the National Boot 
and Shoe Manufacturers’ Assn., and Pres. of A. E. 


Nettleton Co. 


Any progressive retail shoe merchant can attain 


success by: 


A careful study of his market. 
A selection of the merchandise that will properly 


serve that market. 


Concentration on a few grades. 


Intensification of effort where it will prove the most 
productive by selecting manufacturers who can be of 


the greatest help to him. 


Grading up customers to a better quality of mer- 
chandise, thus insuring the permanency of his cus- 


tomers. 


Facing his problems with clear thinking and solving 
them with courage, individuality, vision, and aggres- 


siveness. 








OY SALMON, a member of the 
-\ Indiana Shoe Travelers’ Associa- 
tion, represents the Weber Shoe Co., 
Ine., in Wisconsin and Michigan. 


Je MEYERS of Anderson, Inc., is 
J now showing the Dunn & McCarthy 
line in southern Indiana and Kentucky. 


et YOUNG has left the shoe game 
and is now traveling the Middle 
Western States for the Marvel Oil Co. 
of New York City. 


E C. SMELTZER, secretary of the 
\4e Indiana Shoe Travelers’ Associa- 
tion, is now traveling Indiana in a new 
Ford. He represents the Best-Ever 
Slipper line and Axman Weiss Co.’s 
women’s line. 


F E. HART, past president of the In- 
e diana Shoe Travelers’ Association, 
who some two years ago left his old 
territory in the Hoosier State, to sell 
the M. A. Packard line, making his 
headquarters at Kansas City, is now 
showing the John Meier Co.’s St. Louis 


line in Indiana, Illinois and Michigan. 
The Indiana boys are hoping that Mr. 
Hart will re-establish his residence in 
their midst. ’ 


NORMAN sells the buckle and or- 

e nament line of the Deauville Im- 
port Company of New York on the Pa- 
cific Coast, and has opened offices in 
the Pacific Building, San Francisco. 


RS. JOHN H. WARD, wife of 

John H. Ward, who represents the 
Ideal Shoe Mfg. Co. in Tennessee, Ala- 
bama, Georgia and Florida; died re- 
cently at their home in Howell, Tenn. 
Mrs. Ward had suffered from a long 
illness. 


Ri FASSIG, who represents the 
Boyd-Welsh Shoe Co. in Iowa and 
Illinois, is back on his territory again 
and entirely recovered from a car in- 
jury. Several weeks ago a St. Louis 
service car, in which Mr. Fassig and 
his wife were riding, collided with an- 
other vehicle, breaking Mr. Fassig’s 
ribs and injurying Mrs. Fassig. 


Cc. WINGO 

* now repre- 
sents the Best- 
Ever Slipper Co., 
Inc., Brooklyn, N. 
Y., lines in Texas, 
Oklahoma and New 
Mexico. Mr. Wingo 
is widely and fav- 
orably known in 
these States, and 
recently started on 
a final round-up of 
business, so as to 
get his customers 
properly lined up for the holiday trade. 
He looks forward with pleasure to see- 
ing his many friends within the next 
few weeks. 


H. C. Wingo 


v 
EN MANHEIMER of Abe Man- 
eimer Co., Inc., St. Louis, has re- 
turned from a three weeks’ trip through 
the principal cities of Ohio and the 
Middle West. Mr. Manheimer visited 
many of his accounts in company with 
his salesmen covering the various ter- 
ritories, and reports a good business 
on his line of ornaments. 


Js GREGG, who represents the 
Feder-Gregg Shoe Co. of Cincin- 
nati, is now on a five to six weeks’ trip 
to the Pacific Coast. Mr. Gregg will 
visit his father while on the Coast, and 
will also call to see some of his ac- 
counts en route. 


RANK RICE covers New York and 

eastern Pennsylvania for the Boyd- 
Welsh Shoe Co. of St. Louis. Mr. Rice 
reports that he is opening many new 
accounts in his territory, where he is 
well known. Until the last few years, 
he traveled the above-mentioned sec- 
tion for Utz & Dunn. 


S. LUNN, who formerly represented 

e the Best-Ever line in Oklahoma, 
now travels Colorado and Wyoming, 
and a few towns in western Nebraska, 
for this house. Mr. Lunn’s change in 
territory was necessitated because of 
ill health. 


D MAURER, one of the Hoosier 

Staters of Goodyear rubber heel 
fame, is still in the invalid class and 
is always glad to have the boys call on 
him at 911 North Meridian Street, 
Fitch Apartments, Indianapolis. 
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THE 
CREATIVE ABILITY OF 


DUNBAR 


IS THE GREAT UNSEEN 
FACTOR BEHIND MANY 
SUCCESSFUL STYLES 


Established 1891 


DUNBAR PATTERN 
COMPANY 


BROCKTON MILWAUKEE 


St. Louts Pause MoNnTREAL 


BROOKLYN TORONTO 
Boston CINCINNATI 
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ARRY F. RICE sells the children’s, 
misses’ and growing girls’ shoes 
of the Norway Shoe Co. to the big buy- 
ers of the country. He is assisted by 
A. L. Hogan. Mr. Rice was interviewed 
it his office in the United States Hotel 
Building just a few weeks before he 
lanned to start out on a trip to his 
customers in Chicago and the North- 
vest with his new line for spring, ih 
which sport numbcrs will be strongly 
featured. Mr. Rice stated that the in- 
corporating of this sport line into the 
regular line was in response to an in- 
sistent demand from the trade, and that 
in his opinion 1929 will be a much big- 
ger sport shoe year than 1928. A. L. 
Hogan, who made a recent advance trip 
reports that he is already beginning to 
get a splendid response on the Norway 
sport numbers. 


T= Robinson-Bynon Shoe Co. held 
a three days’ sales conference re- 
cently at which a national sales pro- 
gram with dealers’ helps for 1929 was 
planned. It was announced that this 
concern will soon enter upon a new 
method of marketing its corrective and 
arch welt women’s shoes. At the con- 
ference William Pidgeon, Jr., spoke on 
“What the Retailer Expects from the 
Shoe Manufacturer,” Charles F. Bran- 
nock of the Park-Brannock Shoe Co. of 
Syracuse, discussed “Fitting the Foot 
for Repeat Sales;” Dr. Harry S. Bull 
of Auburn, N. Y., spoke on “The Mod- 
ern Foot and Its Many Ills.” Robert A. 
Winthrop of Rochester, vice-president 
of Lyddon & Hanford Co., spoke on 
“The Advertising and Merchandising 
Plan for 1929 as Developed for the 
Robyn Health-Mode Shoes,” and “How 
to Help the Dealer Do More Business ;” 





Indiana Shoe Buyers’ 
Week—Feb. 18-20, 1929 


Indianapolis, Ind. — The Shoe 
Buyers’ Week, given by the In- 
diana Shoe Travelers’ Associa- 
tion, for the retail shoe mer- 
chants, their salesforces, and the 
families of both merchants and 
salesmen, in Indiana and neigh- 
boring States, will be held Keb. 
18, 19 and 20—Monday, Tuesday 
and Wednesday—at the Claypool 
Hotel, this city. President G. L. 
Tovey has appointed his commit- 
tee of general arrangements, as 
follows: F. E. Naegele, C. I. Slip- 
her, E. C. Smeltzer. The sub- 
committees will be announced 
later. A novel entertainment 
program is being planned. 











J. B. Montgomery, publisher of The 
Motion Picture Magazine, spoke on 
“The Motion Picture Fan as a Con- 
sumer.” 


OSEPH G. TAYLOR, covering Wis- 

consin, Minnesota and Upper Mich- 
igan and Fred E. Renck, covering 
Lower Michigan and Indiana for the 
Riley Shoe Manufacturing Co. of Co- 
lumbus, visited the factory early in No- 
vember to get pointers on the new line 
of models which were in the hands of 
the salesmen Nov. 20. The active cam- 
paign for spring business started on 
that date and J. D. Ryan, general man- 
ager of the company, reports prospects 
very flattering —UTPS. 
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LBERT MORAN, formerly with 
the Crispin Shoe Company of 
Haverhill has become affiliated with the 
Interstate Shoe Company of Manches- 
ter, N. H., and will handle several of 
the large accounts throughout the coun- 
try. He will devote his time to selling 
women’s turn-type McKay shoes and 
the special line of children’s shoes, 
which is being made at Interstate’s 
new Massabesic factory. 


EMBERS of the Ladies’ Auxiliary 

of the Northwestern Shoe Travel- 
ers’ Assn. have again continued their 
fall activities, sewing for the needy, as 
in the past. They are now introducing 
a series of bridge luncheons at the 
homes of club members, the proceeds 
from which will be utilized to pur- 
chase Christmas baskets for worthy 
families. The first party in the series 
was at the home of Mrs. C. H. Nylan- 
der, Mrs. Arthur W. Luft presiding as 
hostess. Other parties in the series 
will be held at the home of the Mrs. 
C. Hobert Kennett and Mrs. G. Short- 
ridge Sanders, who will act as hos- 
tesses. On the committee for the pre- 
paring of the Christmas baskets are: 
Mrs. W. R. Follansbee and Mrs. Henry 
Thorsen. 


ES FENNERTY, who for several 

years worked in the various de- 
partments of the Johansen Bros. Shoe 
Co., is now making his first trip for 
the house. Mr. Fennerty is covering 
the smaller ‘towns in Colorado, west- 
ern Nebraska, Wyoming and South 
Dakota. 


The above is the “line-up” of the E. P. Reed & Co.’s salesforce, “snapped” during the recently held week’s confer- 

ence on styles and selling problems. W. D. F. Gibson, vice- -president and sales manager, presided at the sessions. Pres- 

ident Oliver E. DeRidder gave the address of welcome. At the evening banquet held at the Rochester Club, Guy Man- 

ley, assistant wig ads was toastmaster. Reading from left to right—first row, W. R. Smith, Harry A. Silverstein, 

Frank H. Arnold, W. D. F. Gibson, Ralph Stadecker, Fred A. Chesbro, G. E. Connor. Second row, reading left to right, 

Frank Klofath, G. E. Van Meter, Jack Bates, G. E. Cray, B. B. Davis, John P. Bell, J. Alexander, Don Rickard, E. H 
Muse 
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PUT 
SPANS 


ToWork for You 
This Christmas 


Display SPANS during the holiday 
season ~ you'll find them rapid sellers. 


SPANS are particularly adapted to 
gift-giving. They are brilliant and new 
—the last word in smart shoe accesso- 
ries. SPANS are flexible and extend 
to fit any instep. They are easily 
attached to pumps by means of snaps. 


Through our national advertising we are 
telling hundreds of thousands of women 
readers about SPANS. 


Be ready to meet the increased Christmas 
buying demand for these beautiful acces- 
sories with a liberal stock of patterns. Set 
SPANS to work for you and get your 
share of Christmas business. 


SPANS 


1,640,104 1,677,849 
1,660,215 75710 5'668'481 


B. A. BALLOU & CO., INC. 
Providence, R. 1. 
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Tree 


The Garofalo Pump 
made up in Black 
Satin $5.85—can be 
made in any concetv- 
able combination of 

19/8 leathers —19/8 and 
17/8 heel. 


Super Critical Merchants everywhere 
are building a lucrative business on the 
Garofalo Pump—developed to perfec- 
tion. We are confident that a trial order 
will convince you of their perfect fit 
and quality. We invite you to write for 


MFRS OF HIGH GRADE 
LADIES FOOTWEAR 


58 Walton St. Brooklyn, N. Y. 

















SPAT 


PROFITS 
from Men ¢ 


Nine out of ten men wear low 
shoes all winter. 

Sell ‘em spate—today a neces- 
sity! 

Colors—gray, fawn and popular 
shades Buy direct from manufacturer— 

samples for the asking. 
Price $16.50 to $21 doz pairs 


IN STOCK, IMMEDIATE DELIVERY 


FIT RITE OVERGAITER CO. 


With leather piping and four 
button holes. 





526 So. Third Street PHILADELPHIA, PA. 








i 
gs Boudoirs for 
Christmas! 


Have you plenty of Greeley 

Boudoirs for gift business? 

They always satisfy. In 

colors or black, with rubber 
or leather heels. Your 
jobber should supply 
you. If he can’t— 
write to us. 





A. W. GREELEY ! 
C4 12 Duncan St.. - - - Haverhill, Mass. 


Sas 
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How Charles E. Ruggles, Shoe Buyer for The Shepard Stores, Boston, 
Sold Approximately $5,000 Worth of Galoshes in One Day 


NOW storms are winter-time 
S certainties, with more -pairs 
of overshoes selling, if the 
dealer is prepared. Rubber-wear 
storm stock unpreparedness is as 
disastrous in its retail shoe store 
results as in the operating of any 
other line of business. With this 
thought in mind good merchan- 
disers of galoshes, the country- 
over, plan the quick movement of 
gaiters to the feet of the consum- 
er the moment the. shop doors 
open after the season’s first seri- 
_ous “flaky flurry.” This quick 
transfer of stock does not take 
place an hour or two before the 
crowds begin to arrive at the store 
at 9 or 10 o’clock on the morning 
after the storm, but in a manner 
which can best be related by the 
following story of how Charles E. 
Ruggles, shoe buyer at The Shep- 
ard Stores, Boston, did it “rub- 
berwear-wise” on a certain Mon- 
day last year, in the amount of 
approximately $5,000, boosting the 
sales of his department for that day 
to $8,000, and how he plans to do it 
again this year should similar weath- 
er occur. The Shepard Store, Bos- 
ton, does an extensive footwear busi- 
ness and necessarily is a big over- 
shoe distributor, nevertheless the 
same methods of stock preparedness 
and store personnel organization 
may be used by even the smallest 
operator with success. 


HE special galosh ad had been 

set in type for several weeks 
awaiting the approach of the first 
big snow of the season, with careful 
instructions to the night foreman of 
the newspaper’s printing plant to 
notify the buyer, no matter what 
hour of the evening, or of the morn- 
ing, the storm broke. At just 30 min. 
after midnight—or in the first hour 


This three-way adjustable “Swagger 
Boot” galosh is made in a brown rayon- 
ized Deauville cloth, with silk lining. 
Strap can be arranged to suit the wear- 
er’s taste. Maker’s name on request 


A light-weight foothold style 

for light rains, cked th 

fancy colored rubber pouch. 
Maker’s name on request 


of Sunday morning, Dec. 18, 1927, 
at the outset of the initial flurry 
of the 1927-1928 galosh selling 
season, the ’phone bell at the side 
of the “rubber-wear” buyer’s -bed 
tinkled. “Looks like a rip-snorter 
blizzard,” snapped out the news- 
paper man. Going to run your 
overshoe ad? Take a look at the 
weather yourself.” The buyer 
jumped out of bed, ran to the win- 
dow—the snow was coming down 
fast—and a stiff wind was blow- 
ing. “No more sleep tonight for 
me,” soliloquized the buyer. “Go 
ahead with the ad,” he shouted to 
the newspaper man—run_ it Mon- 
day morning, too.” Other news- 
papers rang in and received sim- 
ilar instructions. The buyer rang 
up his assistant, two of the stock 
boys and three of the salesmen. 
“All hands down to the store at 
once,” he said. “Going to have a 
big day tomorrow on overshoes.” 
At 2.30 a. m. the “front line 
trenches” were in action at the store. 
The goods were brought up from the 
basement stock room to a position 
on the shelves not far away from 
the store door. Stock boys were in- 
structed to stand beside the shelves 
and to fill in with a new size the 
moment a similar size in a carton 
was sold. The salesforce attended 
strictly to selling and fitting; the 
stock boys did the running back and 
forth with the stock fill-ins. The 
wholesale departments of the rubber 
houses from which this buyer pur- 
chased, were ’phoned to “stand by” 
for them with wanted numbers. The 
store opened at 9 a. m., and the 
crowd, who had read the ad in the 
Sunday papers and Monday morning 
papers, “rushed” the store to find 
everything in readiness. Those who 
wished were fitted. Customers’ ’phone 
orders were promptly filled. 
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“KEEPS THE FOOT WELL” 


The Biggest 





Idea In Shoe 
Merchandising | 


This wonderful shoe has changed the whole procedure of retail shoe selling! It enables 
the dealer to sa eee 2 weety pie of hesee be cally. Brilliant and com- 
pelling style COMBINED with a standard of comfort that has never been approached. 
And the Arch Preserver Shoe is known to every man—through extensive national adver- 
tising—which means reputation for the dealer who ties up. Further—and this is the 


iar ak Mah, Mueuener chee schaniiiientins eset atts empdids. app 
being p each month—in national magazines, in local dealer advertising and in 
store lay. Wright heips the dealer in. this way. This franchise is worth more be- 
snub Waa ae aot 
E. T. Wright & Company, Inc., Rockland, Mass. 


. Style No. 325, shown here, will be featured in the National advertisements 
Post and Vanity Fair—and also in Arch Preserver Shoe stores 


throughout the county. This is a real tie-up for profit. 
THE 


ARCH PRESERVER 


SHOE 
E. T. WRIGHT & COMPANY, Inc. 
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The Just Wright Shoe is popular with 
dealers because it is good, and because 


It’s Always Ready to Ship! 


Shipment out of stock makes the Just Wright Shoe just 
what dealers need for their “‘fill in”’ selling. You always can 
get this shoe quickly. Made in the same shop and by the 
same craftsmen as the famous Arch Preserver Shoe. It is well 
styled—“‘with that $12 look.’’ Our service on this shoe in- 
cludes—in addition to immediate shipment—the privilege of 
using your own brand if-you wish. Try us out on the Just 
Wright Shoe and it will have a permanent place in your store. 


15 STYLES IN STOCK 


STOCK No. 117 
PARADE LAST 


Black Holland Grain 

Oxford, Extra Heavy 

Single Sole, Leather 
Heel 


5625 
of ROCKLAND, MASS. 
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“CLARE” 
Special Process 
Medium Round Toe—22/8 Heel 


B-224—White Satin ........-.ececeees $4.75 
B-289—Silver Kid ...... 066 -ceeeeseeee 6.00 
B-573—Black Satin .........-.+sseeees 4.25 


Special Process 
15/8 Spanish Heel 





“MAJOE” 
Special Process 
Medium Round Toe—22/8 Heel 
Worked Eyelets 


B-945—Black Moire Silk, Silver Piping. $4.85 





2B6—Silver Kid ...... ccc ccscccceeee 00 
B-920—Black Satin .......--.scceceess 4.25 B-946—Brown Moire Silk, Gold Piping. 5.00 
SIZES 

pS Seeeeetegere, Ped e es iaeee ve 5 tos 
Sh das cs Wane so TS Des 0.6 64 os ov cces 4% to 8 
EE rere 4 te 8 
FRITS OREO i EE Sas 3% to 8 
et hg PPE ee eS Say aa dubs ow gk en 3 to8 


Terms Net 30 Days 


Twenty-five cents additional for orders of less than 


three pairs. 





“Me 


~ scanner: 


_ Slippers 


for Evening 
and 
Semi-Formal 
Wear 


Fashions decree in 
many instances that 
slippers match the 
gown. Some of 
these numbers are 
especially adapted to 
that purpose. All of 
them meet the color 


demands of a Social 
Season. All of them 
are made with the 
popular light edge. 


“REGENT” 
Special Process 
Medium Round Toe—22/8 Heel 
<< ~ “ee Moire Silk with Silver 
PEO cc cccscccccecscseccccccsoseses 
B-938—Black Moire Silk with Silver 
ENGEL, 0.6.00 on nbO0bsnheocescsesccecee 4. 
8-942—Brown Moire Silk, Gold Piping. 4.85 
Special Process 
Round Toe—3-inch Heel 
B-973—Black Satin ......ccseseseevers $4.50 
Special Process 
Medium Toe—i9/8 Heel 


B-943—Black Satin ..........ceeeeeeeee $4.35 
B-906—Silver Kid .......cceeccccecees 6 





“FAIRY” 
Special Process 
Medium Toe—19/8 Heel 
8-966—White Silk Crepe............++. $4.75 


THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U. S. A. 


Makers of Menihan Arch-Aid Shoes 
Write for Agency Proposition 

















6h. ah oh ut sh. Be ab oe 


Oseesnwddaoea 














Shoe 





erchants News 


In the Boor aNpD SHOE RECORDER 








NATIONAL NEWS 


SATURDAY, NOVEMBER 24, 1928 








Middle Atlantic Association to Stage 
Business Convention 


Kincsiional Exhibits to 
Replace Usual Style 
Show 


PHILADELPHIA, Pa.—An_ industrial 
educational shoe salon will be one of 
the many high lights of the Fifteenth 
Annual Convention and Exhibition of 
the Middle Atlantic Shoe Retailers’ As- 
sociation, to be held at the Hotel Adel- 
phia, this city, Jan. 21-23, 1929. 

The 1929 convention promises to be 
by far the biggest and best of all 
M. A. S. A. events. Already more 
than 60 rooms have been reserved, and 
there are about 40 inquiries for space. 

A truly business convention is now 
in po of preparation,, where shoe 
and leather manufacturers, wholesal- 
ers, shoe travelers and retail shoe mer- 
chants will discuss, forum fashion, a 
group of important merchandising 
topics. “ALL Profit—Educational and 
Entertaining,” is the slogan of the 
M. A. S. R, A. “get together.” 

A retail shoe merchant attendance of 
approximately 2500, from Pennsyl- 
vania, New Jersey, Delaware, Mary- 
land, Virginia, and the District of Co- 
lumbia, is expected. The association 
records of the last two years show a 
tain of 72 per cent in membership, an 
increase of 332 per cent in convention 
registrants, and a 14 per cent gain in 
exhibitors. Managing Director Cal J. 
Mensch and ‘his committees have been 
working for months'on a ae ore that 
will assuredly be highly educational 
and helpful in merchandising, adver- 
tising and financing. 

The convention offers three days of 
splendid “fellowship’ in shoe and 
leather industry contacts. It is through 
teamwork that a real prosperity can 
achieved. Eight floors of the Hotel 
Adelphia have been reserved for con- 
vention activities. The exhibits of foot- 
wear and allied lines will occupy six 
floors. One entire floor wili be devoted 
to educational exhibits and convention 
sessions; another entire floor will be 
devoted to receptions and entertaining. 

The industrial educational shoe salon 
will take the place of the customa: 
shoe style show. The shoe salon will 
be given a real club atmosphere and 
will feature an up-to-the-minute foot- 
wear display by convention exhibitors. 
The United States Department of Com- 
merce will displa aphic charts of 
the research made . its shoe and 
leather division. The George E. Keith 
Company will have on display its in- 














They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the fol- 
lowing typical inquiries. 

H-1442 Wants women’s novelties in 
short vamp and narrow width 
lasts, costing $3 to $3.85. 

H-1443 Wants women’s novelties to 
retail $2.98 to $4. 

H-1444 Wants men’s dress shoes in 
stock costing $3.75 to $4.50. 

H-1445 Wants women’s hosiery to re- 
tail $1, $1.50 and $2. 

H-1446 Wants iarge floor 
manufacturers shoes. 

H-1447 Wants women’s patent Rus- 
sian boots, height half way to 


knee. 

H-1448 Wants riding boots similar to 
those worn by West Point 
Cadets; also men’s bowling 


shoes. 

H-1449 Wants silk pom-poms for 
house slippers. 

H-1450 Wants infants’ shoes. 

H-1451 Wants Western Cowboy boots. 

H-1452 Wants men’s opera and 
Romeo leather slippers, cost- 
ing around $1.50. 


Interested parties may have 
names on request to Information 
Department, Boot and Shoe Re- 
— 80 Federal Street, Boston, 

ass. 


lots of 











teresting collection of foreign footwear, 
recently assembled under the direction 
of President Harold Keith. 

Here is a partial list of companies 
exhibiting: Adams Bros., Pittsfield, 

H.; A. J. Anderson, Inc., Amesbury, 
Mass.; Bleecker Shoe Co., New York 
City; Carlisle Shoe Co., Carlisle, Pa.; 
Chesapeake Shoe Mfg. Co., Baltimore; 
Clement & Ball Shoe Mfg. Co., Balti- 
more; Conrad Shoe Co., Brockton, 
Mass.; Dixon-Bartlett Co., Baltimore; 
Irving Drew Co., Portsmouth, Ohio; 
Dunn & McCarthy, Auburn, N. Y.; 
Charles A. Eaton Co., Brockton, Mass.; 
The Footwear Guild, Inc., Boston; Golo 
Slipper Co., New York; Hagerstown 
Shoe & Legging Co., Hagerstown, Md.; 
F. M. Hoyt Shoe Co., Manchester, 
N. H.; Johansen Bros. Shoe Co., St. 
Louis; Marston & Tapley Co., Athol, 
Mass.; D. Myers & Sons, Baltimore; 
Over Sole Rubber Co., New York City; 
National Retail Mutual Insurance Com- 
pany, Philadelphia; The Peerless City 
Shoe Co., Portsmouth, Ohio; S. Rosen- 
berg & Son, Inc., Boston; M. J. Saks 
Shoe Corp., New York; Segall & Sons, 





EVERY WEEK 
Philadelphia; Sherwood Shoe Co., 
Rochester, Y.; Simplex Shoe Mfg. 


Co., Milwaukee; The Stetson Shoe Co., 
South Weymouth, Mass.; N. B. Thayer 
& Co., Inc., East Rochester, N. H.; The 
Sam B. Wolf Sons Co., Cincinnati. 
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Stores Prepare for 
Early Holiday Rush 


Boston, Mass.—Retail shoe stores 
have had a brisk business the past 
week, and their managers report that 
they are looking forward to a good 
holiday trade, The Christmas atmos- 

here is everywhere evident in color- 

ul displays, in which holly red and 

special lighting effects are featured. 
Booths and windows show a wide va- 
riety of _ ~% and accessories for the 
family. “The matched ensemble,” or 
“companionaté” slippers, make clever 
consumer appeals resulting in more 
pairs being sold. 

For instance, a man’s and woman’s 
leather slipper are shown side by side, 
in corresponding patterns and colors, 
to match negligée or lounging robe, and 
move readily at $5.50 a pair, or $11.00 
for two pairs. Among the popular 
numbers in these leather slippers are 
green, red and blue kid; simulated and 
genuine snakeskin; alligator, in black 
or brown; and black patent. 

Brown shades in women’s shoes con- 
tinue to lead the volume sellers, in 
suede and in kid. In men’s lines some 
merchants report that brown in the 
darker shades, especially in the Scotch 
grains, is selling 60 per cent to 40 per 
cent of black. A retail shoe merchant 
who is an enthusiast on brown shoes 
for men says that he is selling more 
dark tans than black, because he shows 
them in his windows and talks about 
them in his ads. The narrower toe for 
men is increasing in popularity. One 
men’s shoe department of a high grade 
men’s clothing store reports that the 
custom, narrow toe sells to the extent 
of 75 per cent. 

In women’s lines, ties and pumps are 
two of the best selling patterns. Cu- 
ban and high heels are both volume sel- 
lers, with Cuban reported as a slight- 
ly stronger number, both for the young 
woman as well as for her older sister. 
Children’s shoes in patent and tan Rus- 
sia calf are the best selling numbers. 





Cole Shoe Co. Moving 


JACKSONVILLE, Fta. (UTPS) — The 
Cole Shoe Co. is moving from 118 Main 
Street to its new store at 218 Main 
Street. The Cole people already oper- 
ate a store in connection with the Qual- 
ity Shoppe, ladies ready-to-wear, on 
Laura Street. 
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Boots Have Wide 
Appeal 


Cleveland, Ohio—An interesting 
side light regarding the advance 
sale of the Swanky boots is con- 
tributed by W. H. Magee of the 
Wm. Taylor store. A check up of 
the sales to date was made to 
determine what particular class 
had bought them, so that the 
advertising might be concentrated 
on that group. It was found the 
older women had taken to them, 
as they had long since given up 
hope of buying boots any more; 
the well to do matrons had bought 
them; the flappers and even the 
better colored trade. No one class 
was buying them, they were ap- 
pealing to all types. 


Indianapolis, Ind. (UTPS)— 
The sale of bootees during Oc- 
tober has been above normal with 
down-town shoe merchants. Deal- 
ers say that they are being 
favored by women of mature 
years, and 75 percent of the sales 
have been to this class of trade. 
In many cases repeat rush orders 
have been sent to manufacturers. 
Should adverse weather set in, 
which is probable at any time, 
dealers would be unable to supply 
their patrons. 











Holbrook & Petty 


to Combine Stores 


PITTSBURGH, Pa. (UTPS)—Holbrook 
& Petty’s men’s shoe shop and Petty’s 
Bootery, handling women’s shoes and 
hosiery have launched “Consolidation” 
sales preparatory to both establish- 
ments occupying the larger floor space 
of the men’s shop which is being re- 
modeled to make room for the women’s 
store which has formerly operated 
across the promenade in the Jenkins 
Arcade. ‘ 

Both shops haye their own follow- 
ings and will soon be doing business 
under the same roof when the stocks 
of both have been sufficiently cleared, 
which will probably be about Dec. 1. 

It was found that the floor space of 
the men’s shop was superabundant for 
any need they might place upon it, and 
it was therefore considered a logical 
move to remodel the salesroom and 
combine with the women’s shop. 


ad 
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Concerted Promotion 


CoLuMBUS, OHIO vee) — The 
Christmas Promotion Schedule of the 
Columbus Retail Merchants Associa- 
tion calls for a concerted formal open- 
ing of the holiday shopping season on 
Monday, Nov. 26. Publicity and ad- 
vertising will be launched on Sunday, 
Nov. 25, and all show windews, show- 
holiday merchandise will be wun- 

led Saturday evening Nov. 24. Shoe 
dealers as well as shoe de ents 
in the department stores will actively 
cooperate in this campaign. The com- 
mittee in charge is headed by~ Robert 
K. Levy of the Union Clothing Co. 


“ 





Multi-Store Policy 


Pursued in Tulsa 


Tuutsa, OKLA. (UTPS)—The open- 
ing of a couple of popular-priced shoe 
stores in this city recently has revealed 
the extent to which Tulsa shoe men are 
pursuing the multistore policy. 

One of these stores has been opened 
without any definite statement of own- 
ership, and nothing has been given out 
by the manager for publication. How- 
ever, it is generally conceded among 
the trade that the new store is an affil- 
iated institution of one or two of the 
more select uptown stores. 

Several shoe men and companies are 
pursuing the multistore policy quite 
openly. Among these is the Cinderella 
Boot Shop, Inc., which, in addition to 
two shoe departments in other stores, 
maintains three stores with three dis- 
tinct price ranges. Another is Turk 
Brothers who operate a store in their 
own name and the Hollywood shop two 
blocks north. 

Tulsa shoe dealers say that this plan 
enables them to clear the higher priced 
shops of broken lots, slightly out-of- 
date shoes, and to deal in a more pop- 
ular-priced line without offending their 
more particular clienteles. The plan 
has been given impetus by the pres- 
ence of several chain shoe stores spe- 
cializing in shoes under $5. 


Old Business to Be 
Liquidated in Butler 


Butter, Pa.—The store occupied by 
A. Ruff’s Son, wholesale and retail 
dealers in shoes and rubber footwear, 
has been leased by the estate of Philip 
W. Ruff to the proprietors of the Econ- 
omy Shoe Stores, which omer, also 
has stores in Washington, Pa., Wheel- 
ing, W. Va., and Zanesville and Cam- 
bridge, O. 

The deal involves only the real es- 
tate and not the business which will 
be closed out. This business has been 
in the hands of the Ruff family for 
more than eighty years. For the last 
five years, since the death of Philip W. 
Ruff, the store has been run by Mrs. 
Emma C. Ruff, Mary C. Ruff and 
Evelyn Ruff. 


F. E. Whitelam Honored 


Detroit, Micuw. (UTPS)—F. E. 
Whitelam, display manager of R. H. 
Fyfe & Company, footwear dealers, 
was named president of the Detroit 
Display Men’s Club at the recent an- 
caer election, held at the Barlum. Ho- 
tel. Mr. Whitelam has been associated 
with the shoe business for twenty-five 
years and has been with the Fyfe store 
for fifteen of them. - 


Daniels Store Sold 


CLEVELAND, OH10—The Daniels Shoe 
Co., which until recently was one of 
a Cincinnati oup, has been acquired 
by the M. Neubauer Shoe Co. This 
makes the seventh local store of the 
Neubauer chain. The store will con- 
tinue to be known as Daniels. T. Kin- 
wald is in charge. 








More High Shoes for 
Men 


Cleveland, Ohio—In the typical 
New York high grade show win- 
dows of the French Shriner & 
Urner store, one is devoted to the 
showing of men’s boots. Even 
during the past two weeks of 
warm weather, Manager A. W. 
Laetsch reports that his sales of 
boots have been running a good 
15 per cent of his total sales. 
The indications are that this per- 
centage will increase with the 
coming cold weather. In the low 
shoes, the wing tips are meeting 
with a very strong demand. 
Blacks and tans are running about 
even, with a slight edge in favor 
of the blacks. This latter con- 
dition is not due so much to cus- 
tomer demand as it is to expert 
salesmanship. 


Indianapolis, Ind. (UTPS)— 
The demand for mens high shoes 
is rapidly increasing in this city, 
with some of the dealers finding 
their stocks running low. At 
first it was thought to be only 
temporary but latest reports show 
that there is an increasing de- 
mand for that style of men’s foot- 
wear and preferably in black 
leathers. The Walk-Over Boot 
Shop and Marott’s men’s section 
report a decided increase in the 
demand for men’s high shoes. 











Department Store Chain 
Adds Two New Stores 


JACKSONVILLE, FLA.—Two more 
stores have been added to the L. F. M. 
chain of department stores, operated 
throughout a portion of the South by 
the Leonard, Fitzpatrick, Mueller 
Stores Co. The new stores are in Pe- 
tersburg, Va., and Columbus, Ga. Both 
carry everything to wear for men, 
women and children, stocks being as 
complete as the average city depart- 
ment store, with the exception of house 
furnishings. 

Other stores are in Atlanta, Macon 
and Augusta, Ga.; Richmond, Va.; 
Birmingham, Montgomery and Mobile, 
Ala.; Winston-Salem, N. C.; Knoxville, 
Tenn., and Jacksonville and Tampa, 
Fla. The chain now operates sixteen 
stores. 


Beck Opens 54th Store 


New York, N. Y.—The A. S. Beck 
Shoe Co. will open its 54th unit on Nov. 
80 in the 22-story building under con- 
struction at the corner of Broadway 
and 14th Street. A frontage of 17 ft. 
on 14th street has been leased from 
the Hilton Co., Inc., who will occupy the 
corner store, at an aggregate rental! 
of $627,000 for a term of 19 years and 
two months. Men’s and women’s shoes 
will be carried in the new store, which 
is the latest addition to a growing chain 
covering Greater New York. 
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Weather Interfering 
with Retail Trade 


Sr. Louis, Mo.—Weather may be 
a boresome topic of conversation, but 
for the past fortnight it has proved 
costly to operators of retail shoe stores. 
Perhaps this one element more than 
any other is responsible for the hesi- 
tancy in the trade. Practically all 
stores are running behind the same 
‘figures of a year ago. The month is 
expected to show a decrease over the 
same period of a year ago. However, 
some stores still report their year 
ahead of 1927. 

Cold weather, with an abundance of 
snow, would, of course, inject the nec- 
essary activity. : 

Black and wows suede continue to 
lead the color and material field with 
brown having the advantage and black 
showing greater strength. Suedes, 
some believe, will cease to hold their 

pularity after December. Others 

ave predicted that they will come back 
in January. Blue is showing a down- 
ward tendency. Reptiles are headed in 
the same direction. 


Philadelphia Trade Gains 


PHILADELPHIA, Pa. (UTPS)—Eigh- 
teen retail shoe stores in the third Fed- 
eral Reserve District report that their 
September business was 14.5 per cent 
better than August sales and 1.1 per 
cent better than the sales during the 
month of September, 1927, according to 
a report published by the Federal Re- 
serve Bank of Philadelphia. 

Six wholesalers reported that their 
September business this year was 9 per 
cent in advance of August, but was 15.6 
per cent less than September last year. 

Ninety-two factories reported a Sep- 
tember production of 1,383,619 pairs of 
shoes, according to a a. sur- 
vey of September production made by 
the Bureau of the Census, which was 
8.3 per cent less than August produc- 
tion. 


Tulsa Store Enlarges 


TuLsaA, OKLA. (UTPS)—The Palace 
Clothing Company, featuring the Ha- 
nan shoe in its shoe department, opened 


its —_ quarters to the public re- 
cently. The store generally increased 
its quarters one-third, and the shoe de- 
partment’s increase was proportionate. 
Three men are now employed in the 
shoe department, which is under the 
management of H. J. Allen. One new 
salesman was added to the force to 
handle the enlarged department. Much 
of the store’s newspaper advertising 
has of late been devoted to the shoe 
department. In a recent full-page dis- 
play only Hanan shoes were featured. 


Slater Co. Chartered 


CINCINNATI, OHIO (UPTS)—Papers 
have been filed with the Secretary of 
State chartering the Slater Shoe Co., 
with a capital of 250 shares of no par 
stock, for the purpose of dealing in 
shoes, and accessories, both at 
wholesale and retail. Incorporators are 
Beatrice Daten, Cary R. Alburn and 
Helene Crawford. 





Tweed and Leather 


A close-up view of the new 

combination tweed and patent 

“Swanky” boot being shown by 

Oppenheim, —_— & Co., New 
or 


Bernard Lamers Dead 


MILWAUKEE, Wis.—Bernard Lamers, 
roprietor of Lamers Bros., died on 
ov. 18 aged 63 years. Mr. Lamers 
was one of the builders of the Wiscon- 
sin Shoe Retailers Association, to which 
he gave many years of faithful service. 
His passing will be mourned by all 
members of the shoe fraternity. He 
also leaves a wide circle of personal, 
as well as business, friends. He had 
a splendid personality, and was never 
too busy to give his time and attention 
to a worthy cause. Mr. Lamers was 
always on the alert for “ new idea 
and allowed salesmen ample opportu- 
= to show their lines. 
ere is an excerpt from a tribute 
by George E. Phillips, representative 
for Daniels & Taylor, Derry, N. H., 
which is typical of the sentiment of 
other shoe travelers: 

“Bernard Lamers, known among the 
boys on the road as Ben Lamers, was 
always pleasant and good to meet; he 
was never abrupt in his manner, nor 
discourteous. ersonally, I feel that 
I have lost a loyal friend, the remem- 
brance of whose kindly disposition and 
helpful service will always remain with 
me. 

Mr. Lamers leaves a widow, two 
married daughters, and four grand- 
children. Funeral took place from his 
residence, 732 Swain Court; services 
were held at Holy Trinity Church. 


Cook Succeeds Gerton 


Kansas City, Mo.—Manuel M. Ger- 
ton, former manager of the Paragon 
Shop, is now connected with Saks-Fifth 
Avenue Shop. He will. be replaced b 
E. C. Cook, formerly with Martin 
Martin of Chicago. 





George Glaser Opens 
Three Story Store 


SCRANTON, Pa.—A story of modern 
merchandising that read like a fairy 
tale. Nine years ago George Glaser 
took possession of the Paramount Shoe 
Store at 111 Wyoming Avenue. It was 
then a small shoe store, exclusively for 
women. Having been identified with 
the shoe business for about fifteen 
years, Mr, Glaser felt himself sufficient- 
ly qualified to take on a proposition of 
this kind when the opportunity pre- 
sented itself. 

It was but a short time afterwards 
that the women of Scranton began to 
realize that they could depend upon 
the Paramount Shoe Store, not only for 
a complete range of sizes and widths, 
but also for the very newest and up-to- 
date styles in vogue at any particular 
season. 

The result was that from a store of 
approximately 500 square feet, he de- 
veloped a business necessitating a 
three-story structure and basement, 
with an approximate area of 5000 
square feet. This is the building that 
has just been completed. Three floors 
devoted to customer service and the 
basement for excess stock. 

After the success of the shoe store 
was assured, Mr. Glaser introduced a 
hosiery department. This immediately 
caught the fancy of the women like 
wildfire, with the result that from more 
or less of an experiment it developed 
into a department that has grown to 
four times its original size. 

In celebrating the opening of this 
magnificent new store, Mr. Glaser, in- 
stead of giving away souvenirs that are 
usually associated with an affair of this 
kind, is giving a special discount of 20 
per cent throughout the entire store. 
This includes every pair of shoes in 
stock; not a pair reserved; and also in 
the. hosiery department, together with 
the various novelties included therein. 


Brown, the Leader 


Kansas City, Mo. (UTPS)—Brown 
is the leading shade in demand at the 
Paragon Shop, according to R. M. Lau- 
den, assistant manager of that shop. 
Mr. Lauden states that both black and 
brown suedes have been scoring well. 

Alligator is a leading footwear ma- 
terial for street wear, says Mr. Lauden. 
Dull kids in both black and brown are 
registering. Lizard is also consistently 
good. 

The opera pump appears to be more 
in favor than it has for several seasons 
back in the experience of the shop. 
Buckles in cut steel and novelty metallic 
ae sell well with these types of 
shoe. 

The Junior heel is going well in both 
street and dress styles. This type of 
heel is rapidly becoming more in vogue, 
combining, as it does, comfort and 
grace. 

Evening shoes of multi-colored bro- 
cade are selling well, There are also a 
large number of orders for tinting sil- 
ver trimmed white satin pumps to 
match the gowns. 

Brocaded mules which show metallic 
leather straps are going well for 
boudoir use, as are high colored and 
black satin bedroom slippers trimmed 
often with ostrich. Metallic kid is an- 
other popular boudoir material. 
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Retail Trade Booming 
in the Middle West 


CINCINNATI, OHI0.—The retail shoe 
business is booming, and it seems that 
the sales slump felt in October will 
have no serious effect on total sales for 
the season. November’s entrance was 
marked with cold and rainy weather, 
and all kinds of footwear started mov- 
ing. It is thought that sales for the 
month will break November records for 
previous years, as early fall sales were 
rather light and a grand rush was 
made on shoe stores the first of the 
month, 

From 40 per cent to 60 per cent of 
sales in local shops since the first of 
November are reported black. This 
is rather contrary to early expecta- 
tions of some merchants, as it seemed 
for a while that colors would predomi- 
nate. Patent has made a strong come- 
back, and black suede, kid and calf are 
being touted as good sellers. 

In colors, brown is best and is fol- 
lowed by blue. Burgundy and green 
are now moving surprisingly well, and 
gray is getting some attention. Brown 
suede and brown and blue kid have 
been consistently good since fall open- 
ings. Reptile has come up to early ex- 
pectations, and this is exceptionally 
good when used with kid. Plain and 
brocaded satin is good, and a few vel- 
vets are moving. 

Boots started moving a little with 
bad weather, but sales for the season 
are not expected to run into much 
money. Different shops are carrying 
different styles, but the most _—- is 
ankle-height lace or strap. vidently 
these boots are not being bought as 
much for protection as for style, so 
many of them are being cut to resemble 
hot weather sandals. 


Pierce Reopens Store 


MINNEAPOLIS, MINN. (UTPS) — 
George A. Pierce, veteran shoeman, for 
a long time specializing in women’s 
shoes in the Nicollet Avenue vicinity, 
has reopened his new store at 37 Ninth 
Street, South. He is now selling ex- 
clusively the Arch-Aid line of the Men- 
ihan Shoe Co. of Rochester, N. Y., and 
has the sale exclusively in Minneapolis. 
After being closed six weeks following 
a sellout of his former line, Mr. Pierce 
has incorporated as Arch-Aid Shoe 
Shop, Inc., and is the president and 
treasurer. The opening wag held for- 
mally on Nov. 12. Hosiery and shoe 
findings are carried. 





One Day Sale to Clear 
Shelves 


Tulsa, Okla. (UTPS)—In order 
to clear broken lines and odd lots 
from his shelves, E. Z. Lang of 
the E. Z. Lang Shoe Store here 
held a one-day sale. The features 
offered were a broken line of 
odds and ends at $3.85 and regu- 
lar $10 J. P. Smith shoes at $7.85. 
The sale attracted considerable 
attention and comment from cus- 
tomers and resulted in the ex- 
pected movement of stock. 














A window trim of unusual beauty installed in the Store of Cattiny, 


at 85 Notre Dame Street, Lachine, Quebec. 


The trim was in cele- 


bration of the seventh anniversary of the opening of the store, in 


addition to which the 


firm got out a dainty mailing piece, entitled 


“The Pride of Distinction” in which they told of the store and the 
merchandise, dwelling particularly on the close relationship between 
the dress and the footwear 








New Store Open in Tulsa 


Tuusa, OKLA. (UTPS)—The Cin- 
derella Boot Shop, Inc., opened a new 
boot and shoe department in connection 
with May Brothers Clothing Company 
here. The department is in charge of 
A. Walloch. 

The Cinderella Boot Shop, Inc., is the 
holding company which owns five shoe 
stores in Tulsa, including the new de- 
partment at May Brothers, and two in 
Oklahoma City. 

Mr. Walloch has been with the Cin- 
derella concern ever since it began busi- 
ness in Tulsa, about seven years ago. 

The new store stocks shoes selling 
from $6.50 to $10. 


Regal to Open Own Store 


ATLANTA, Ga. (UTPS)—The Regal 
Shoe Company, which formerly leased 
space from Newman & Holley, well- 
known Atlanta clothiers, has secured a 
location at 45 Peachtree Street, and 
will shortly open a modern shoe store 
for men there. The new location is be- 
ing remodeled and redecorated, and will 
be one of the most up-to-date shops for 
men in the city when completed. The 
Newman & Holley .company will sell 
Stacy-Adams shoes in the future. 


New Miami Store 


MiaMI, Fia. (UTPS)—The snappi- 
est of new styles in men’s footwear 
will be offered in the newest shop open- 
ing in Miami—Reeds, Inc. Nunn-Bush 
makes at $10 will be the leader, with 
some six and eight dollar lines. Shoes 
are one of three departments in the 
store, and have been given the space in 
the front of the building. The store is 
within a block and a half from the 
leading office buildings, banks and the- 
aters. 





New Nettleton Shop 


New York, N. Y.—The A. E. Nettle- 
ton Company, men’s shoe manufactur- 
ers, will open their fourth New York 
City retail store in the Hotel McAlpin 
some time next month. The new shop 
will occupy a space 15 by 50 feet near 
the Broadway and Thirty-third Street 
corner of the hotel. 
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An unusually smart Tailored 
Strap Style for street wear. 
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CLEVELAND, OHI0—Grey suede and 
grey water snake are very good now 
and will be good until March, N. Bender 
of The Lindner Co. believes. . This opin- 
ion is based on the fact that grey 
trimmed and caracul coats are so much 
in vogue this winter.. Mr. Bender con- 
tends that suedes will hold good until 
spring and the wearing of rubber 
galoshes will not affect that sale, as 
many buyers have predicted. 
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Some Factories 
Already Making 
Spring Shoes 


CINCINNATI, OHIO—A few shoe fac- 
tories in this section have started work- 
ing on orders for spring delivery, while 
others are cleaning up the remnants 
of fall business. It is predicted that 
all will.be running at capacity short- 
ly after Dec. 1. In some instances 
manufacturers were able to step from 
fall orders to those for spring, there- 
by eliminating a weak run through 
November. One manufacturer, with a 
daily output of 1800 pairs of women’s 
popular-priced corrective type shoes, 
has been running at capacity all this 
year and is now sold up to March 1. 

Judging from the business booked 
for spring, the season’s demands will 
be similar to those for the spring of 
1928. Bookings shoes that retailers 
are splitting orders for black and col- 
ors. Patent has been bought in fairly 
good volume, and buyers are nibbling 
on suede. The exact status of colored 
kid for spring is undetermined by lo- 
cal manufacturers, but it seems that 
this has been mentioned very freely in 
orders received thus far. 

One factory official says there will 
be no radical changes e in pat- 
terns, although sufficient changes will 
be made to make the new shoes look 
new. A few boots and bootees are be- 
ing worked on, but it seems that ox- 
fords and ties now compose a large 
part of production. 

The price cut which was effected re- 
cently has not caused merchants to 
make any noticeable changes in their 
buying policies, the majority of buy- 
ers continuing to place orders for their 
requirements as needed. 


Making McKay Line 


Boston, Mass.—The Boston Novelty 
Shoe Co. is now installed in its new 
plant at 791 Fremont Street, this city, 
engaged in the manufacture of a me- 
dium grade of McKay shoes. Ben Or- 
lick, who is well known in shoe trade, 
with which he has been identified for 
eighteen years, is in charge of all 
sales. 


Brown Shoe Shows Gain 


St. Louis, Mo—T. F. James, vice- 
resident in charge of sales for the 
rown Shoe Co., announces that the 
company has closed its fiscal year on 
Oct. 31 with a gain in sales over the 
revious year of $1,800,000. Shipments 
or October were over $4,000,000. 





Beige Will Be Leading 
Color for Next Run 


Lynn Stylist Says This Color Group 
Will Give Volume 


LYNN, Mass. — Production has 
dropped down to a low mark here, as 
it usually does toward the end of the 
year, and not much new is expected to 
be doing until the buying for the new 
season starts. There is a deal of ar- 
gument over prices and styles, and no 
decision will be made either way until 
the buyers inspect the new shoes. 

Beige will be the leading color for 
the next run of shoes, according to a 
kid leather merchant who has made a 
survey of Lynn’s requirements. Browns 
and blacks will move in an ordinary 
way. But the volume of business will 
be on beige tones, rising from the dark 
to the sun-burnt hues. Yet it may be 
repeated that a lot of Lynn manufac- 
turers believe that another run on 
blacks should be started on its course 
before the new spring colors are of- 
fered. 

New lasts are appearing in a num- 
ber of lines, for, with patterns of more 
delicate lines and leathers of more deli- 
cate texture as well as color, the shape 
of the last stands forth as no small 
factor in making the style of the shoe. 
These new lasts present no striking 
changes, but rather reveal a finer and 
a more artistic whittling of all their 
lines. 

New sample lines for 1929 are ready, 
and some have already been shown. 
But in the main, manufacturers are 
more secretive about their new crea- 
tions than for many a day, choosing to 
hold their choice models for selected 
lists of customers who have a reputa- 
tion for putting over new and distinc- 
tive styles at a profit. 


Fourteen Manufacturers 
Using Compo Process 


Boston, Mass.—The Compo Shoe 
Machinery Corporation announces that 
the following firms are manufacturing 
footwear by the new Compo process: 

Bancroft Walker Co., Boston; Bres- 
nahan Shoe Co., Boston; Elkins Shoe 
Co., Philadelphia; Unity Shoe Co., 
Brooklyn; Florsheim Shoe Co., Chica- 

; Rich Shoe Company, Milwaukee; 
Riley Shoe Co., Columbus; Crescent 
Shoe Co., Keene, N. H.; John Perkins, 
Quebec, Canada; Marlboro Shoe Co., 
Inc., Marlboro, Mass.; Elam Shoe Co., 
Rochester; Jellerson-Rafter Co. Nor- 
way, Me.; Marblehead Shoe Co., Mar- 
blehead, Mass.; Universal Shoe Co., 
Roxbury, Mass. 
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$50,000 to Charity 


BrockTon, Mass.—Public bequests 
totaling upwards of $50,000 were 
made in the will of Preston B. Keith, 
for years a prominent Brockton shoe 
manufacturer, filed for probate here 
last week. The sum of $25,000 is left 
to the South Congregational Church, 
where he was moderator for years; 
$3,000 each was left to the Y. M. C. A. 
and Y. W. C. A., in each of which he 
was an officer; and Congregational so- 
cieties and missions were left sizeable 
sums. The bulk of his estate went to 
his son-in-law, Dr. C. Ernest Perkins 
of this city, and to Dr. Perkins’ three 
daughters. 


—_——_ 


Rowe & Thurlow Co. 
Takes Bigger Factory 


NEWBURYPORT, Mass. — Rowe & 
Thurlow Co., manufacturers of wom- 
en’s turn shoes, have leased the second 
and third floors of the Warner Mill 
Building, and are making an important 
expansion in business. It it proposed 
to increase output two and one-half 
times through utilization of the new 
space which has an area of 34,000 
square feet. 

The building has been vacant for the 
past five years and in preparation for 
the occupancy of the Rowe & Thulow 
firm about December 1, is undergoing 
complete remodelling. The A. & L. 
Realty Co. controlling the building re- 
ports that two or three other shoe 
firms are considering taking space in 
the same building, three additional 
floors being available. 

The company is now located in the 
A. F. Ross Building, Water Street, this 
city, removal to be made within a few 
weeks. The expansion now contem- 
plated is the largest of: several made 
since the firm engaged in business sev- 
eral years ago. 


Sees Demand for 
U. S. Shoes in Europe 


BrocKTON, Mass.—John S. Kent, 
president of the M. A. Packard Co. of 
this city, and Mrs. Kent have returned 
from a trip of several months abroad, 
during which he combined business with 

leasure, and during that time he 
found very visible evidences of a de- 
mand for shoes such as are turned out 
in the Old Colony district in many for- 
eign trade centers, he reports. 

r. Kent found the shoe business 
abroad not as busy as he expected, with 
production in Germany, where many 
cheap grade shoes are produced, about 
one-third of normal. 


Kaplan in Rochester 


Boston, Mass.—Kivie Kaplan, West- 
ern — manager of the Colonial Tan- 
ni 0., is spending a few- days in 
Recbaster calling on the trade there 
_and in adjoining districts, with William 
J. Kime, Rochester representative of 
the company. 


-brown suede and patent. 





New Move Aimed at 
Trade Abuses Begun 


Shoe Manufacturers Join Dry Goods 
Trade in Corrective Program 


New York, N. Y.—After conferences 
and negotiations with the National Re- 
tail Dry Goods Association, the Na- 
tional Boot and Shoe Manufacturers’ 
Association’s Board of Directors has 
adopted the following resolutions, de- 
signed to eliminate or abate some trade 
abuses: 

“TI, That any form of commercial 
bribery, whether of illegal nature con- 
sisting of commissions, rebates, etc., or 
in the form of excessive entertainment 
expenditures, be not only frowned upon, 
but also disapproved; and that all 
members be acquainted with the fact 
that executive heads of concerns, who 
are members of the two organizations, 
will report to the associations such ac- 
tivities engaged in by salesmen, buyers 
and other employees, with the purpose 
that such practices be stamped out of 
the industry: 

“II. That the following practices are 
recognized as undesirable and detri- 
mental to the best interests of both as- 
sociations: 

1, Complaints of retail stores: 

a. Failure on the part of manufac- 
turers to deliver within a reason- 
able time from the time agreed 
upon. 

. Substitution of style, sizes, color, 
quality of merchandise. 

. Failure to send invoice with mer- 
chandise to permit retailer to 
place good in stock and to deter- 
mine the selling price of the 
goods received. 

d. Sending invoices separately in 
advance of merchandise, often re- 
quiring retailer to remit for 
goods before they are received in 
order to take advantage of the 
cash discount. 

e. Manufacturer shipping more 
than actual order. 

2. Complaints of shoe manufacturers: 

a. Unjust returns due to false 
claims. 

b. Unreasonable delay in returning 
merchandise. 

c. Unjust cancellations because of 
changes in market conditions. 

d. Taking cash discounts not earned 
or otherwise altering terms 
agreed upon. 

e. Unduly delayed confirmation of 
orders.” 


Three Types of Boots 


CoLumBus, OHIO (UTPS)—The Riley 
Shoe Manufacturing Co., operating a 
large factory in Columbus, will soon 
have on the market three types of boots 
for the winter season. The open front 
boot, made of blue kid, brown suede or 
patent, is designed for the convenience 
of the wearer. The company will also 
have a gore strap boot which is an en- 
tirely new departure in the “ne of 
boots. This type will come in blue kid, 
The third 
type of boot is the tongue effect, which 
gives the boot a jaunty appearance. 
This boot will come in blue or brown 
kid, brown suede and suede and patent 
leather. 
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WHERE TO BUY 
Men’s Shoes 
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STEADY PROFITABLE 
IS WANTED. SELL- 





WOOD SOLE SHOES 


Heavy Full Ot 
Grain Leather 


A. _H. RIEMER 
SHOE CO. 
Manufacturers 
since 1887 

Milwaukee, Wis., 
U. S. A. 
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WHERE TO BUY 
Slipper Quilting 
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SLIPPER MANUFACTURERS, 
ATTENTION! 


We Do Quilting 
For good workmanship and 
quickest service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 
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WHERE TO BUY 
Shoe Buckles & Fabrics 
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hpbibihbbpbibihbb bbb iit bt tnt de tnd 
vrvvvwvwe-eerrrrrrrrrrrrvre 


MAISON MANN, ine. 


d 

‘ 

, “Decidedly Different” 
: Importers and Manufacturers 
> 

} 
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CuT STEEL 
BEADED-RHINESTONE 
3 West 20th St., New York 4 
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b CUT, STEEL— E 
IMITATION STEEL 

| BEADED 

SHOE BUCKLES 


i 
T «a. &&. VEITH, INC. TF 


oo) —Importers— HH 
9-11 East 38th, New York 





Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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WHERE TO BUY 


Women’s Novelties 


Li aia eel thie 





Low Price Means 
othing 


N 
if you poor fit- 
ters ae shoals 
shoes. Low 














BOND SHOE COMPANY, 132 Duane St., New York 





WHERE TO BUY 
Ballet Slippers 





Im Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Child’s $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane St. 


New York, N. Y. 











HAND TURNED, BLACK KID 
BALLET SLIPPERS 
IN sTOCK 
Women’s, $1.35; 
Misses’, $1.30; 
Children’s, $1.25 
tote Miyata 
ROTH & ROSENBERG SHOE CO. 
124 N. t., ladelphia 








Brooks’ Toe Slippers 

















Factories Preparing for 
Early Spring Season 


St. Louis, Mo.—There is no appar- 
ent improvement in the wholesale dis- 
trict over the past few weeks. All of 
the houses are bending every energy 
to try and equal last year’s sales dur- 
ing the month of November. This is 
one of the biggest months to beat, and 
some manufacturers are optimistic re- 
garding results. One of the large 
houses closed its fiscal year on Oct. 
31 with a substantial gain in sales. 
The statement has not been issued, but 
will be made public shortly. The style 
departments at present are complet- 
ing the spring line, and in some in- 
stances, it has been stated, shoes al- 
ready have been placed in the fac- 
tories. 

Practically all of the general line 
houses will bring their sales forces 
into headquarters some time during the 
month of December. A sales confer- 
ence will be held, and the new line 
will be given the men. Practically all 
of the salesmen will be back in their 
territories by the first of the year. 

The hand-to-mouth buying continues 
with orders covering only immediate 
requirements. 


Boston Office Opened 
By the Ace Button Co. 


Boston, Mass.—The Ace Button 
Co., Inc. of New York City has opened 
a branch office at 220 Devonshire St., 
this city, in charge of Albert O. Sell- 
man, sales manager. The company 
carries a complete line of shoe buttons, 
shoe ornaments and buckles in all sizes, 
colors and in various qualities. 





European Agent Here 


Boston, Mass.—Theodore F. Grant, 
of the Paris office of Helburn, Thomp- 
son .Co., leather manufacturers of Sa- 
lem, Mass., and Gloversville, N. Y., ar- 
rived recently in this country, for a 
visit to the tanneries. 


New Houston Shops 


Houston, Tex. (UTPS)—The Bon- 
Ton shoe store, a branch of the William 
Mendlovitz shoe store of Seguin, Tex., 
opened here recently. 

H. J. Kornblua, a brother-in-law of 
Mendlovitz, is manager of the Houston 
store. This new store is located at 303 
Main Street, this space having recent- 
4 been vacated by the Hammersmith 

oe Store. A complete line of shoes 
and hosiery for every member of the 
family is stocked by the Bon-Ton. 


Buys Gundlach Stock 


San Jose, Cau. (UTPS)—The Shoe 
Den, 58 East Santa Clara Street, has 
purchased the entire stock of men’s 
shoes of the Gundlach Stores, and has 
as several hundred pairs on sale at 


ons. 
P pete ga seamed eet 
ull page newspaper 

and is attracting considerable 








attention, 
with excellent sales resulting, it is said. 


To Increase Production 


Spaprook, N. H.—The John Buck- 
ley Shoe Corp. of Haverhill, Mass., 
has been reorganized under the name 
of the Seabrook Shoe Co. and is now 
making turn shoes here in the old 
Hervey Guptil factory. The first sea- 
son, just closed, has been very satis- 
factory. Plans to increase production 
are under way. 

William Briscoe is president of the 
new company; A. Finkelstein is vice- 

resident; Herman Kessler, treasurer; 
Samed Cook, assistant treasurer, and 
Alex Kessler, chairman of the board. 


Diamond May Decide 


to Stay in Brockton 


Brockton, Mass.—The Diamond 
Shoe Co. may not move a portion of 
its business to New Bedford, where it 
has leased factory space, provided sat- 
isfactory price agreements can be 
reached with local union agents for 
the manufacture of its cheaper grades 
of shoes. Already one conference has 
been held at which little progress was 
made, but the unions officers are de- 
sirous of keeping the business here 
and a satisfactory agreement shortly 
is expected. The company some weeks 
ago reported that keen competition out- 
side of this center on cheaper grades 
of shoes made it impossible to continue 
manufacture here of those grades now 
being turned out, and announced the 
New Bedford deal for factory space. 
Interested parties seeking to keep the 
business here were responsible for ne- 
gotiations which it is hoped will be 
successful. The company makes more 
than 100 dozen of cheaper grade shoes 
a day when working full time. 


Canadians Secure Rights 
to Make Cahill Cartons 


_ HARRISBURG, Pa.—A royalty contract, 

licensing the Telfer Paper Box Com- 
pany of Toronto, Canada, as manufac- 
turers and sales agents of Cahill car- 
tons in Canada has been negotiated. 
The Telfer Paper Box Company is al- 
ready engaged in equipping its plant to 
manufacture Cahill cartons, “the shoe 
cartons that open in the front.” This 
company expects to be well under pro- 
duction by the first of the year, as the 
Cahill Carton Company had already 
sold Cahill cartons to one of the largest 
retail organizations in Canada and this 
business will be handled by the Telfer 
— Box Company. 

. N. Cahill, general manager of the 
Cahill Carton Company, advises that a 
similar arrangement is being made with 
a la folding box organization in En- 
gland and that there is some possibility 
of the Cahill Carton Company’s licens- 
ing two 4 folding box manufactur- 
ers in the United States, and that such 
an arrangement would bring to an end 
the plans which the Cahill Carton Com- 
pany have had to establish a plant in 
pred St. Louis and New England terri- 

es. 


New Philadelphia Store 


PHILADELPHIA, Pa. (UTPS)—Minnie 
Backer has opened the Overbrook Shoe 
Store at 6441 Haverford Avenue. 
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A new and distinctive open-shank 

D’Orsay boudoir slipper, developed in 

red, blue or green kid with linings to 

match, suggested as an appropriate 
Chrismas gift 


C. Evans, Vice-President 
of Radcliffe Shoe Co. 


Cuicaco, InL.—Charles W. Evans, 
known from coast to coast in his suc- 
cessful promotion of Brooklyn-made 
turns, announces his association with 
The Radcliffe Shoe Co., New York City, 
having been recently elected vice- 
president of that company. He is now 
at the headquarters of this concern, 
completing a line of turns to retail in 
the $10 and $12 class, and will soon 
call on the volume trade to show the 
new ideas he is incorporating in the 
“Radcliffe” line. 

Mr. Evans motored to the New York 
show from Chicago with his son, Nor- 
vin Evans, whose new connection with 
Gimbel Bros., New York City, was re- 
cently announced in the RECORDER. 
Three hundred miles through swirling 
snow didn’t lessen the ardor of these 
indomitable motorists in their three 
days’ “spin” from Sheridan Road to 
the Astor. 


Newburyport: Expects 
Busy Spring Season 


NEWBURYPORT, Mass.—Between sea- 
son dullness characterizes the ‘local in- 
dustry, although there are limited in- 
stances of undeniable activity. The 

ast season has been a good one for the 
ocal firms, and the new season outlook 
is such as to provoke optimism. 

Attention is being diverted to the 
styling of the new season’s lines, with 
several shoe men now visitors in the 
New York market. Already the new 
Spring leathers in the light kids and 
suedes are being sampled in the plants. 
Immediate. business, however, find 
blacks leading, with browns tapering 
off. The patterns reveal straps, ties, 
and plain slippers prevailing in the 
low-cuts, while some open throat boots 
are also being made by a few houses. 
Future business placed to date is 
meagre, but there is some small order- 
ing on Spring lines. 


New Ohio Members 


CoLumBus, OHIO, Nov. 14 (UTPS)— 
Secretary C. E. Dittmer of the Ohio 
Valley Retail Shoe Dealers Association 
announces that six new members have 
been received in the past few weeks as 
the result of a rather intensive mem- 
bership campaign which is being car- 
ried on. The new members are: rge 
E. Henry, Toledo; the Frankel Shoe 
Co., Styles Shoe Store, Xenia; H. E. 
Cox, Ravenna; Owen E. Smith, Colum- 
bus, and Thomas Carton & Son, Co- 
shocton. 





Another Factory Taken 
Over by Bell Bros. 


SKOWHEGAN, ME.—The Somerset 
Shoe Company, which has been oper- 
ated here for the past 12 years by the 
Bell Bros. Co., Salem, Mass., has com- 
pleted the biggest year in its history. 
Thomas F. O’Bryne is president and 
general manager of the plant, and since 
his becoming associated with the com- 
pany, output has been advanced from 
800 to 3500 pairs daily. The company 
makes women’s McKay shoes. 

During the summer, a large store- 
house was erected by the company and 
new lines of machinery added in the 
main factory to enable a considerable 
increased production. The first of Octo- 
ber Bell Bros. added a second factory 
by the purchase of the Widder Bros. 
plant here, and this factory is known 
as Somerset Shoe Factory No. 2. The 
new plant is now under operation, and 
50 operators are employed. At full 
capacity it will employ 150. The orig- 
inal plant employs 300. The newer 
plant makes a lower priced McKay 
shoe than the main plant. 

Bell Bros. have five factories in 
Maine; two at Biddeford; one at Rich- 
mond; and the two local plants already 
named. A total of 10,000 pairs of shoes 
is made daily in these Maine factories. 


New Hood Galosh 
Style Book Issued 


WATERTOWN, Mass. — The Hood 
Galosh has been appearing in a new 
rominence of late in an attractive 
klet, written by Charlotte L. Eaton, 
Hood Rubber Co.’s stylist. The booklet 
is well illustrated by especially posed 
hotographs of models, wearing the 
atest numbers in overshoes, in connec 
tion with costumes and accessories 
loaned through the courtesy of Lord & 
Taylor, New York. Swatches of ma- 
terial, neatly pasted on twelve of its 
twenty-four pages, add realism to the 
comprehensive descriptions of men’s 
and women’s numbers, as well as those 
for the younger folk of school and col- 
lege aid; children’s winter footwear is 
also well featured. 

In Miss Eaton’s foreword, “Fashion 
and Footwear,” she tells an interesting 
and forceful story of how “Accessories 
have come up in the world.” “Today,” 
says Miss Eaton, “accessories are of 
equal importance as fashion essentials 
with the frock or coat that make a 
pleasing background for them.” She 
describes the — mode for dress, for 
sport, for in- een seasons, and for 
wear when the snow flies; there are 
galoshes for formal and semi-formal oc- 
casions. Anne Robertson of New York 
is the artist; the photographers are F. 
Bradley, Stadler and Rodgers. 

Charts on how to fit different types 
of heels and what to buy on heels in 

loshes to meet all style demands in 
eather and fabric shoes are shown. 


New Store in Detroit 


Detroit, Micuw. (UTPS)—B. Z. 
Schneider has opened a store at 5048 
Joy Road under the style Schneider’s 
Boot Shop. 


WHERE TO BUY 


Men’s & Women’s 
Slippers 





SLIPPERS REPEAT 


IN STOCK 


Best grade kid, 
built on New 
Spring Last — 
Ecru Felt Lined 
—Heavy hair 
felt filler and 
heel pad.Chrome 
Outsole. 


FREEMAN-THOMPSON SHOE CO. 
ST. PAUL, MINN. 








Manufecturers of Masterfelts 
Everything Si, 
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PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Tea, Oatalog 
sent on 
request 


HIGH GRADE TURN MULES and D’ORSAYS 








Two Strap Sanda! 
“Hand Turned” 
In Stock 
C to E—24%,-9 
No. 3-2 at $2.35 
MORAN-HERMANN- 
MeMANUS, ty 














DO YOU KNOW? 

mepmentes ates 
feature in its service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 
Spats 


so 





Imported English Made 
Broadcloth 
Spats 
Colors : 
Light Gray 
Med. Gray 
Fawn 


Sizes 6 to 11 
Leather Bound 


$2.25 per pair 


IN STOCK—IMMEDIATE DELIVERY 


BLOG SHOE CO., INC. 
147 Duane St., New York, N. Y. 








ENGLISH TYPE 


Made of Best 
Water Proof 
Cravenetted 

Materials 


1 and 2 dozen Samples Cheerfully 
Submitted on ten day trial 


GOLD SEAL 


536 Broadway New York 
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WHERE TO BUY 


Bowling Shoes 





BOWLING SHOES 


““Coast IN-STOCK 
slightly Smoked Elk 


$3.25 


BROOKS 
SHOE MFG. CO. 
1723 No. — St., Philadelphia, Pa. 
Angeles, 1162 Se. Hill St. 





WHERE TO BUY 


Store Fixtures 





New Warranty Adopted 


on Composition Soling 


Boston, Mass.—At a recent meeting 
in this city of heel and sole manufac- 
turers who are members of The Rubber 
Association of America, a new manu- 
facturers’ warranty on black and tan 
composition soles was adopted, reading 
as follows: 

“The ————— Company hereby war- 
rants their soles and soling materials 
to be free from defects in workmanship 
and material.” 

“Under this warranty,” says a state- 
ment issued by The Rubber Association 
of America, “the responsibility of sole 
manufacturers will cease with replace- 
ment of the soles or soling material if, 
in the sole manufacturer’s judgment, 
the materials are found to be defective. 
The warranty will be placed on all ac- 
knowledgments of orders from shoe 
manufacturers and other concerns pur- 
chasing this material. 

“The purpose of the adoption of this 
warranty and the interpretation placed 
upon it has been occasioned by the prac- 
tice that has developed in the last few 
years on the part of some sole manu- 
facturers in replacing shoes in cases 
where the soling material has proved 
defective. It has never been clear’ why 
the rubber soling manufacturers should 
be responsible for the replacing of shoes 
because their only responsibility is to 
furnish non-defective soles and soling 
material. They believe that the prac- 
tice of replacing shoes is unsound and 
indefensible and it has been concluded 
to discontinue doing so.” 


M. P. King Aids 
College Foot Health 


WASHINGTON, D. C.—Every year as 


part of their annual program the 


Washington Missionary College have 
what is known as Health Week, and 
for the past two years one day has 
been set aside as Foot Health Day. 
On Wednesday, Nov. 7, the whole day 
was devoted to the studying of feet 
and foot conditions. Maurice P. King, 
of the Cantilever Shoe Shop, was in- 
vited to give a demonstration. and talk 
on foot ‘health. After the general dis- 
cussion, which lasted an hour, a clinic 
was developed and individual feet were 
examined. Assisting Mr. King were 
physicians and surgeons of Washing- 
ton Sanitarium, together with the 
nursing staff. 

Beginning last week, the nurses do- 
ing social service work’ going out from 
Washington Sanitarium and Washing- 
ton Missionary College are carrying 
literature supplied by the Cantilever 
Shoe Shop to enable them to talk foot 
health during the visit to the homes. 


Tulsa Store to Move 


Tuusa, OKLA. (UTPS) — Holland 
Shoe Company, whose store has been lo- 
cated at 116 East Third; will move 
about the first of the year to a location 
on Main Street near Third. To clear 
the shelves in preparation for the re- 
moval, the store is holding a “quit-busi- 
ness” sale. Details of the move will be 
given out later. 


WHERE TO BUY 
Slipper Supplies 


I ll lial 





POMPOMS AND ROSETTES 
right merchandise at the right price. 
sent on 


Samples on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 
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WHERE TO BUY 
Standard Shoe Materials 
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Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Besten, Mass. 











est Virginia 


Used for many years by some of 
the largest shoe manufacturers. 
Pulp Product Department 
West Virginia Pulp & Paper‘ Company 
Detroit Chicago 


New York 








WHERE TO BUY 
Children’s Shoes 





“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F.S. ELAM SHOE Co. 
ROCHESTER, N. Y. 


Boston Office: Statler Bidg., Room 532 
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Truitt Brothers, Inc. 


Manufacturers 


of 
Children’s Shoes 


Binghamton, N. Y. 
















Your Friends Won’t Tell 
You— 


And the Boss hasn’t the time. But you 
can easily learn the important facts of shoe 
and leather manufacture if you will devote 
ten minutes a day to a page or two of the 


Shoe and Leather 
Lexicon 


This Sales-Making Tome Costs Only Fifty Cents 
(Cash with orders, please) 


Boot and Shoe Recorder Publishing Company 


80 Federal Street, Boston 














MODERNISTIC Dispray FIXTURES 
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New Line for Shoe Store Windows 
Ask for Book No. 11C—Use your Stationery 


No. 611 W. 4th St. 
Tae Oscar Ouuen Co... occur O. 





ee a a a ee 
CAHILL BOX MARKER 
(Copyrighted) 
A VERY EFFECTIVE 
MACHINE 


For printing the 


The CAHILL CARTON 


“The Carton That Opens in the Front” 


description, 





knocked 
lowest freight rates. 
Cost less though made of 
better materials. Samples 
or salesman on request. 


HARRISBURG, PA. 3 
OOO OF OF LO FO OF LO LOFT LOPE EP a Pe 


stock number, 
size and width and 
selling price of the shoes on the 
carton or the index card for the 
Cahill carton. 

PRICE, $4.00 
Mailed on Approval 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION: 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED 
4c per word. Minimum Charge 75c. ‘twelve words must be allowed for address. 
LINES WANTED , vertisers desires replies forwarded direct to their address 
POE ar Minimum Charge 75c. each word of their address must be counted in the ad- 
Je per word. Minimum Charge $1.25 and pelt fan : 
Payment in advance is required, except when regular 


ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


—— 








SALES OPPORTUNITY !! SALESMAN: 
Pacific Coast, Missouri, Kansas, Iowa, Nebraska, Minnesota, ‘ 
oe Largest manu- 


Nationally known manufacturer of men’s and agg high — 
corrective welts has opening in above territories for experienc 

salesmen with a following, ae can show consistent whom. of sales facturer of rub- 
results. Seven and 8 per cent commission against drawing account. 

In reply give full details—present connection and earnings. In- ber and canvas 
formation will be treated in strict confidence. Address D-814, 
care Boot & Shoe Recorder, 189 W. Madison St., Chicago, Illinois. footwear re- 


quires sales- 


WANTED: For Ohio, Vir- tina 
oa wee mae sisipp men for New 
tucky, Tennessee and Northern other desirable territories, York area 


California, salesmen with estab- go to wad a _ line 
lished trade to sell fastest line pon casted Se Me: Kay Chinelocten heals, with 


of ladies’ in-stock novelty shoes. Arch shoes, priced at $2.85 drawing account. Must 
Liberal commission. Big op- and $3.85. Liberal commis- be able to operate auto- 
portunity for real earnings. eg Good opportunity for mobile. Your reply, to re- 
pcp anager Inc., St. eective. Shoe oma os ceive gece ea must 
Louie, Missed. give in confidence full in- 
formation, including age, 
experience, etc. 


bain tt at have yg very Goethe D </ per a 
ories open after January ist. -824, c/o Boot an oe order, 
Applications will be considered at 80 Federal St. Boston, Mass. 


this time from salesmen with es- 
tablished trade for a fast selling SRT LAA DRE OR = RB 


line of “Extreme” women’s novel 


Wm. Marks Frank’s Smart Shoes 


apply. . 
Shoe Co., 1406 Ww shingt . 
St. Louis, Mo. ? Be Bib Territory now open for immediate —- 









































Capital Ci Shoemakers, - 
lanta, i. - 














Nationally advertised Chicago 
general ne shoe manufacturer will 
soon _— os open. 
Experien salesmen wan op- GALESMEN wanted to call on Volume Trade 
portunity for advancement in Chicago and vicinity by 2 manufacturer 
od mee stating previous ex- of Stitchdown Shoes. Straight commission 
ee Shee oe basis. Give experience and references in first 

Recorder, 80 Federal St., Bos- letter, Address D-821, care Boot and Shoe 
ton, Mass. Recorder, 189 W. Madison St., Chicago, Illi- 
Sere nois. 
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SALESMEN WANTED 


FOR SALE 








WANTED—Experienced salesman with 
New England following for a high-grade 
complete line of felt, leather, and satin 
house slippers—not a side line. Please 
ve complete information in first letter— 
t will be held confidential. Address 
Box D-825, care Boot and Shoe 
_- rder, SO Federal St., Boston, 
ass. 


FOR SALE 


Retail Shoe Business established 70 years 

ago—in continuous operation—in pros- 

perous Ohio town of 10,000 population. 

Owner will retire—CASH ONLY. WRITE 

D-812, care Boot and Shoe Re- 

— 80 Federal St., Boston, 
ass. 














WANTED 


Experienced rubber footwear salesman 
with Eastern Massachusetts following. 
Please give complete information in first 
letter—it will be held confidential. 
Address Box D-8S26, care Boot 
and Shoe Recorder, 80 Federal 
St., Boston, Mass. 











SALESMAN WANTED—Side line salesman 
to carry our soft soles and fiexible turns 
1/5 in ichigan, Minnesota, Wisconsin, IIli- 
nois, Indiana, Colorado, Idaho and Utah. Lib- 
eral commission. Give full particulars and 
references in letter of application. H. H. Free- 
land, Inc., Rochester, N. Y. 


ESMAN—Wanted, a live wire salesman 
who has a good following trade for ladies’ 
fine turn shoes to coyer Mid-West and South- 
ern_ territories on strictly commission basis. 
Address -D-817, care Boot and Shoe Recorder, 
239 W. 39th St., New York City, N. Y. 


LIVE WIRE SALESMEN—A well estab- 
lished Boston Wholesaler, carryin “In 
Stock” a most complete line of Ladies’ Novelty 
shoes, and also one of the largest lines of Im- 
ported Braided Sandals, to retail at popular 
Prices, has territory open. Give full ri- 
ence and references in first letter. Address 
sna Shoe Recorder, 80 Fed- 
$s. 











HELP WANTED 


WANTED—Man for footwear distribution 
and ticket work. Must be experienced and 
possess executive ability. State age, experience, 
education, salary desired, etc. Address D-804, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. P 








BUSINESS OPPORTUNITY 


BETTER Merchandising to Merchants desir- 





a more rapid turnover and volume by 
epecial sales of all kinds. 19 years’ experi- 
ence. My fees are less. References from sat- 
isfied customers everywhere, also bank. Over- 
come chain store competition. Correspondence 
confidential H. D. SEIP, Russellville, Ohio. 





LINE WANTED 


LINE WANTED for OHIO. Live wire, best 
references, desires to affiliate with Organi- 
zation that can cooperate and where success 
results frofm earnest endeavor. Drawing, sal- 
ary secondary. .Address D-813, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 








SALESMAN with big following among the 
department and chain stores in the South, 
wants to connect with reliable manufacturer 
who is making popular priced women’s novel- 
ties McKay’s. What have you to offer? Best 
of references. Address D-816, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 





FOR RENT 


Fk RENT—Shoe Department, 35 feet, main 
floor. 10 foot window display. Next door to 
the best corner in town. Store doing big vol- 
ume of business. Bon Ton Store, Allentown, 
Penna. 








T? RENT—Will lease Shoe Department, fine 
main floor space, 2 window space, new, 
large department store, best Indiana Town 
32,000. ant operator to sell shoes for entire 
family at popular prices. Percentage proposi- 
tion. Fairway Apparel Stores No. 2, Michigan 
City, Indiana. 





WANTED TO PURCHASE 








WANTED A PARTNER 


Salesman preferred. Must have capital 
to buy half interest in established busi- 
ness. Manufacturing misses’, children’s 
and growing girls medium-priced McKays. 
Incorporated New England concern. 

Address .Box D- » care Boot 
and Shoe Recorder, 80 Federal 
St., Boston, Mass. : 














POSITION WANTED 


POSITION WANTED 








Stock department. 


TO SHOE OR RUBBER FOOTWEAR 
MANUFACTURERS 


We can put you in touch with a man thoroughly equipped to operate an In- 


He can offer experience, knowledge, and acquaintance second to none, and 
these assets, together with the best of references, render him an exceedingly 
valuable man to any organization carrying in-stock goods for the retail shoe 
trade. For further particulars address: 


W. M. L., Boot and Shoe Recorder, 80 Federal St., Boston, Mass. 








Wanted to Purchase 


Fifteen women’s sample shoe 
trunks—capacity 144 samples. 
Ten men’s sample shoe trunks 
—capacity 96 samples. Trunks 
and trays must be in good con- 
dition. State price and quan- 
tity you can furnish. Address 
D-805, Boot and Shoe Re- 
corder, 80 Federal Street, 
Boston, Mass. 








TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 


596 Broadway, New York, N. Y. 

















MERCHANTS’ NEEDS 








a. Boo. Sales Promoter, pueune Pee. 
y ive, wants to ess 
D-785, phn and Shoe 4 80 Fed 
eral St., Boston, Mass. 


POSITION WANTED—Do you want a man 

experienced in shoemaking in all depart- 

ments on Women’s a Can qualify in 

quality and production. perienced in cost- 
. les. Address D-802, care Boot 

me Shoe Recorder, 80 Federal St., Boston, 
‘ass. 








POSITION WANTED—Young man, age 28, 
single, with six years of retail and whole- 
sale selling, desires to make a change Jan. Ist. 
At present employed, best of references as to 
character and ability. Address D-815, care 

Shoe Recorder, 80 Federal St., Bos- 





class shoes— 


ACCOUNTANT — OFFICE MANAGER — 9 

years’ experience, credits, financial state- 
ments, systematizer in the manufacturing and 
chain store field. Capable, aggressive and effi- 
cient. Age 27. Address D-819, care Boot 
and Shoe Recorder, 239 W. 39th St., New York 
City, N. Y. 





POSITION | WANTED as salesman or buyer 
in a retail shoe store or department. ge 
43 years. Nearly twelve years in the business, 
of which the last two years have been operat- 
ing a store for myself. Graduate Practopedist. 
Prefer western Nebraska or Colorado, or West- 
ern States, in city of fairly good size. Will 
also consider a location in Canada. Reference 
furnished. Address D-820, care Boot and Shoe 
Recorder, 80 Federal St., Boston Mass. 


BUYER for retail shoe store or department. 

Have had many years executive experience, 
merchandising medium and high grade ladies’ 
shoes. Was buyer for large tern Depart- 
ment store for four years, and have good 
knowledge of department store methods. Have 
also had many years experience as buyer for 
epesiey shoe . Address D-811, care Boot 
and oe R ler, 239 W. 39th St., New 
York City. » 
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Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 
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Made in all styles 
to suit any shelving 
conditions. 
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Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No.-10th Street 
ST. LOUIS, MO. 
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WINDOW 
DISPLAY FIXTURES 








Consisting of 1 table 
18”, 2 12” 


and 12 shoe 
stands 12-18 and 24, 
assorted. 











SHOE ORNAMENTS 
OnE EE REO 





BEAUTIFUL — PRACTICAL a 
Quickly attached or detached. 
Worn with Pumps. 

Per Doz. Pr..... $6.00 


Lincoln Store Supplies Co. 
1508 Washington Ave. 














Joins Stix, Baer & Fuller 


St. Louis, Mo.—Al. Panly, manager 
and buyer for the shoe department of 
Stix, Baer & Fuller, has recently added 
another assistant to his staff. John 
Logan, formerly associated with 
Smith, Kasson Co. of Cincinnati, has 
oined the organization. Norman 


Roth, assistant manager of the — 

» will work closer with Pauly in 
he office and buying. Logan will de- 
vote most of his attention to manag- 
ing the floor. 





Human Interest in 


Shoes 


(CONTINUED FROM PAGE 35) 


morning, afternoon or evening. Only 
that and nothing more. 

Shoes should be made just as inter- 
esting to people as any other article 
of their apparel. The purchase of a 
new hat, suit, dress, necktie, shawl, 
scarf or what not is attended by “hu- 
man interest.” 

Let’s see what usually attends the 
sale of a pair of shoes. What are the 
mental processes involved. First— 
size. Then, color—tan or black. Next— 
fit. And finally—price. If the customer 
rebels at the price he or she is told that 
the scarcity of hides is responsible. Not 
a word concerning that most wonderful 
“human interest” story, the romance, 
the adventure, the thrills, the world- 
wide, yen gp tale that will 
interest and hold spellbound the most 
indifferent, case-hardened man of the 
world. 

In another article we shall endeavor 
to point out some of the things that 
may be said to the customer—not only 
in words but in advertisements intended 
to get interest and urge buying. 


The Last of the Great 


Pioneers 


(CONTINUED FROM PAGE 48) 


honorary degree of LL.D. The Brown 
public library in his native town of 
Northfield was a gift from him in 1906. 

He was a member of the Boston 
Chamber of Commerce, the New En- 
gland Shoe and Leather Association, 
the Boston Boot and Shoe Club, the 
Sons of Vermont, and the Bostonian 
Society. He belonged also to the Al- 
gonquin Club, the Brookline Country 
Club and the Episcopal Club of Massa- 
chusetts. In addition to his home in 





Newton, he maintained a summer resi- | - 


dence at Swampscott. 





Fashion Bootery Moves 


CLEVELAND, OHIO — The Fashion 
Bootery, formerly at 619 Prospect St., 
has moved to 613 Prospect St. This 
move was made necessary by the fast 
increasing business. Nearly six times 
the selling and shelf space is gained 
by the move. An enlarged hosiery de- 

artment, featuring Society Brand 

ose, occupies a front space of the new 
store. Only one price of women’s shoes 
are carried, those retailing at $3.85. 
W. Rosenbaum is in charge, while A. 
Rosen, formerly of the Boresia shoe 
department of Stern’s, is his assistant. 


Tailored Shoes Gain 


Houston, Tex. (UTPS) — “Brown 
and black suedes are selling well with 
us in spite of continued warm weather,” 
says R. Lader, manager of Walk-Over 
Shoe Store, Houston. Mr. Lader con- 
tinues: “Tailored shoes are more in 
demand than ever, as women are giving 
more thought to well tailored shoes 
than to the novelty type.” . 
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MERCHANTS’ NEEDS 











Window 
- Decoration 


We will now serve our 
Patrons with a new line of 
the most attractive Imported 
and Domestic Roll Papers, 
etc., in season. 


Also Maker of 
Artistic Price and Sale Tickets 
Samples mailed free on request 


Emil Rublack 
Originator of Designs 
140-142 West Broadway 
Established 1903 New York 














LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


%e9-27) LEXINGTON AVE. BRODEAYS. aft 
AMERICAS CREATEST 
SHOE CARTON & LABBA Merce 











OME H-W chairs are in 
keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 


Ne Ye Chics Te eats , 

tae Angsics, Ce hts New York. oh 

“5 .; Port- 
Oregon; San Francioco, Calif 
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Of? UGH pavements, escalators, 
stairways, pullman steps, etc., 
are danger spots to slender wood heels 
attached with ordinary attaching 


nails. Safeguard ‘your customers by 
using Alpha Wood Heel Screws. 


Their exceptional holding power 
sets the heels true and rigid, keeping 
them in exact position—gripped to 
the heel seat. Heels attached with 
Alpha Wood Heel Screws cannot 
become loosened or lost. 


USNC 
ALPHA 
Wood Heel 
Screws 
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Farsighted retailers 
forestall vain regrets 
by insisting on the 
use of Alpha Wood 
Heel Screws by the 
manufacturer. An 
important little detail 
that will safeguard 
your customer and 
help create good will 











United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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y ven first of December is a happy 

time to discuss sunshine and 
light shoes, for it is just on the eve 
of the Palm Beach season and pref- 
aces a natural interest in the return 
of summer and its diversity of foot- 
wear. 

Legs make news and perhaps there 
is more news in nude legs. They are 
a possibility for next year, and you 
will want to know what it means to 
footwear and hosiery. 


ee over in your mind the 
items that go into a shoe and 
you will be intrigued. In next week’s 
issue we will give you a mental tonic 
in topics for discussion with cus- 
tomers. These will be good for that 
indifferent customer who is showing 
lagging interest in the shoe, or be- 
ginning to find fault with the price. 
No other article requires the assem- 
blage of so many articles as shoes. 
Let’s tell the world about it. 


HE personality of a store is re- 

flected in its window displays. 
The passing public forms an opinion 
from looking at the face of a store. 
Some very important fundamentals 
in getting the most publicity value 
through the window appears in next 
week’s issue. 
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HERE is a VULCO-UNIT 

Box TOE specifically de- 
signed for the correct shoe 
for any occasion — morning, 
afternoon or evening — for 

every hour of the day 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Goes in the World 


STATLER BUILDING, BOSTON 
Chicago, G. W. Kissy & Co. St: Louis, Wricut Gunman Co. Cincinnati, Geo. A. SPRINGMEIER 








